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A Necessary Factor 


HROUGHOUT the history of the shoe industry 
the wholesaler has always been an important 
and necessary factor. 

Most of the smaller merchants and many of the 
larger ones in many communities have depended upon 
him exclusively to supply their needs, while even 
the largest and best stores have always bought a 
goodly portion of their merchandise from him. 

The regular old line wholesaler has spread his line 
to cover the needs of the retail merchant all the 
way from baby shoes to women’s comfort and dress 
shoes and men’s dress and work shoes; besides lines 
of rubbers and tennis goods. 

Within the past few years the whole phase of shoe 
distribution has changed very materially. 

The rapid change of lasts, the introduction of a 
wide range of colors and shades and the variation in 
heights and patterns of women’s shoes unsettled 
retail conditions so that the average shoe merchant 
was begging for some special thing that at the moment 
held sway. 

Then war conditions further complicated. matters. 
Prices began to soar, men were called from their 
accustomed work to take their place in the fighting 
lines or some line of war work. 

Here was the opportunity for a new type of whole- 
saler and he was not long in getting on the ground. 
In fact he had been on the ground for some time but 
these conditions presented the opportunity for his 
development. This is the wholesaler who distributes 
the specialty line of women’s shoes. 

The expansion in this branch of wholesaling has 
been phenomenal, and while conditions are changing 
and novelty styles are to be affected by official 
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limitations, the field of service continues as wide as 
ever. 

Side by side, the wholesale shoe house and the 
factory in-stock department will serve the trade with 
every ounce of energy and efficiency that conditions 
permit, each performing its necessary function, with 
the reward of success that ever attends a highly 
necessary activity. 


THE NATION’S MYSTERIOUSLY 
MANAGED MAIL SERVICE 3 

VERY one who ever saw a big modern store 

knows of the pneumatic tube cash carriers, 
which send small containers with a “Zipp!” to a 
central office, and are a small model of the postal 
tubes. Every one who ever saw modern city streets, 
clogged with thousands of automobiles, drays, street 
cars and all manner of swift or ponderous vehicles 
knows that lessening such street traffic is a great 
desideratum. But after much contradictory evidence, 
the President decided that the tubes were not the 
best for the purpose, and his veto settled their fate. 
Perhaps the companies can develope an express 
service with them. The postal department has bit- 


terly opposed the tube system, demanding that 


autos be used. Meanwhile, the department is amus- 
ing a certain portion of not otherwise employed by- 
standers with an “airplane postal service” between 
eastern cities. These limping experiments will 
doubtless continue until some official breaks his neck, 
then the not very useful stunts will cease. 

While they are about it, why not go a step farther 
and imitate the German long-range gun—just load 
up a shell with letters in the outskirts of Philadelphia, 








24 BOOT AND SHOE RECORDER 


and fire it up to a selected area of sand-dune, back of 
Coney Island? These postal capsules would make 
the trip in about three minutes, actual soaring time. 
They might inconvenience a few Long Island potato 
farmers or clam diggers; but what is that, compared 
with providing spectacular stunts which serve to 
divert public attention? 


THE SPIRIT 
THAT WINS 


N a port of embarkation a few days since was a 
group of young military officers who had just 
received their passports bound for over-seas duty. 

In this group were men from several states—some 
north, some south, some east, some west, but no 
matter from whence they had come—no matter in 
what arm of the service they were enlisted—no matter 
what their rank now or their position in private life— 
the same dominating spirit ruled them all. And the 
Spirit! Not of sullenness, or hate; not of humility 
or fear; not of egotism or pomposity; not of greed 
or personal gain but the spirit of good, of happiness, 
of eagerness to fight for the Right and the preserva- 
tion of high ideals. The spirit that animated General 
Booth of the Salvation Army when he sent around the 
world his famous cablegram boiled down into the one 
word “Others.” 

One of the boys of this group clasping the hand of 
his father in parting said “Kiss mother for me—and 
dad, make her realize that whether I am on the ocean 
or in the air I am just as safe as if I were in my office 
at home.” 

This sense of safety and sure-footedness, this sense 
of self-abnegation—of putting self in the back- 
ground and working for principle is the spirit that 
wins: That wins in War; that wins in Peace; that 
wins in Business. 

Selfishness and egotism may get the upper hand 
temporarily but they do not spell Ultimate Success. 


PILFERAGE 
MUST BE STOPPED 


HE proper protection of merchandise in transit 
between the factory or wholesaler to the mer- 
chant should be vigorously insisted upon. There is 
a Federal statute on the books that should be rigidly 
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enforced, more particularly now, because the rail- 
roads are under Federal authority. To make pilferage 
a Federal crime compatible with stealings from the 
mails would eliminate it entirely. 

One of the “Recorder” staff, who recently returned 
from a circle visit around South America reports 
that pilferage on the West Coast was so great that no 
insurance company would take any risks on mer- 
chandise sent to that part of the world. A number 
of the concerns in those countries took it upon them- 
selves to pay for an investigation and found to our 
horror that the cases had been tampered with prior 
to being put on board ship in the Eastern ports of the 
United States. 

Our representative examined a number of cases of 
shoes sent down from New York and saw that copies 
of the Brooklyn newspapers had been tucked into the 
cases for stuffers, proving beyond doubt that the 
pilferage was made in North America! 


CLAIMS 
AND JUSTICE 


HIS instance recently happened. 

A customer came to a shoe store showing a 
pair of much worn shoes, and demanding a new pair 
on the ground that they had not worn as a $5.00 
pair of shoes should wear, and the retailer passed him 
a new pair. 

Later the same day, the same shoe retailer opened 
a bundle new from the laundry and discovered his 
prized shirt was gone from it. He grabbed the tele- 
phone and yelled at the laundryman, “I want a new 
shirt in place of the one you lost.” 

After an argument he got this reply from the 
laundryman, “You paid $3.00 for that shirt. It was 
half worn out when we lost it. We will settle your 
claim for $1.50. 

“But I just gave one of my customers a new pair 
of $5.00 shoes for a pair that didn’t wear right,” pro- 
tested the shoe man. “It seems to me that you could 
be equally just to me.” 

“T don’t see it,” responded the laundryman. 

“Your customer had half the wear of his shoes, 
and should have paid for what he had. That’s justice, 
and it also is justice that I won’t pay for the half of 
the shirt you have worn out.” 
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The shoe man thought it over. Then he posted a 
new sign reading, “All claims for shoes hereafter will 
be adjusted on a basis of the wear had from them.” 


SOLDIERS AND CIVILIANS 
AND THEIR SHOES 


HE man who writes entertainingly of “Out- 
doors” for the Saturday Evening Post seems 

less fortunate when he gets Indoors. And he appears 
to be desirous of clinging to the idea that a fairway to 
tell the public the status of the shoe supply is to 
compare the prices at which the government “issues” 
(not sells) shoes to soldiers with the prices which are 
found necessary in real sales, at retail, to the public. 
In a recent issue he repeats the assertion that he has 
seen shoes that were “sold” by the army to soldiers 
at $2.83 a pair; and in the same connection speaks of 
shoes bought at a store for $8 a pair. If the govern- 
ment sees fit to issue a shoe to a soldier at $2.83, or 
at 3 cents, without the $2.80, has that anything on 
earth to do with the price which would have to be 


charged at retail, in an actual “sale” of shoes which’ 


cost from $5.50 to $7.50 a pair, wholesale? 

This writer says: “I have seen newspaper mention 
of the fact that contractors have exacted the price 
of $7.75 for the metal-reinforced army shoe.” Yes; 
they have “‘exacted” that price just as its publishers 
have “exacted” a price of five cents a copy for the 
Saturday Evening Post. That is to say, they set a 
price which they have found to be consistent with 
the cost of production. The word “exacted” is not 
used fairly, nor even intelligently, in such a connection. 


THE GOVERNMENT NOT 
A DICTATOR OF FASHION 


T should be borne in mind that the Government is 

not a dictator of fashion, but is working on a plan 

of economic conservation of man power and material 

and has in mind the ultimate good of both the retail 
merchant and the consumer. 

The aim of every retail merchant should be to sell 
gray shoes and other lighter shades not included in 
the colors prescribed for Spring, 1919, just as you 
would any other articles of merchandise that cannot 
be duplicated; get a profit while the getting is good 
and clean up the odds and ends at a price; make the 
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turn over as rapid as possible and so keep the stock 
clean and fresh. 

The thought of co-operative advertising, as sug- 
gested in some of the letters quoted last week, is a 
good one. Get in touch with your fellow merchant. 
Keep these shades constantly before the public in 
attractive displays. 

Get in touch and keep in touch with your local 
newspapers. Make them understand that it is for 
their good as well as your own that the public be 
rightly informed. 


CO-OPERATION MORE 
THAN EVER A NECESSITY 


HE absolute necessity of close co-operation 

among retail merchants is more than ever 
apparent from the communications which have 
recently reached this office. 

The effectiveness of ‘co-operative advertising has 
been very evident in several instances. In one city of 
considerable size, the merchants carried on this sort 
of a campaign on low shoes, each starting his adver- 
tising:at the same time and carrying out definite ideas, 
arranged in advance, as a part of the co-operative 
campaign. 

This proved so highly satisfactory that a similar 
plan was worked out for white shoes. This proved 
even more satisfactory than the oxford campaign, and 
these merchants are now fully convinced of the good 
results obtained from this plan of advertising. 

Just now, it is important that the retail merchants 
should get together and work out a plan for adver- 
tising colors and a plan for handling these shades in 
their own stores. The newspapers of the community 
might be invited to attend these conferences, so that 
a harmonious condition might prevail, which would 
undoubtedly work to the betterment of all concerned. 

A number of years ago, Elbert Hubbard pointed 
out to the world that “Co-operation is better than 
Competition.” This philosophy certainly applies to 
the shoe business in its present status. Retail mer- 
chants should have no competitors, as that term has 
in the past been interpreted. They should have co- 
workers and friendly neighbors. Invite these friendly 
neighbors to your store, smoke a cigar, tell a good 
story and talk over your merchandising plans. 
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Necessity of the Shoe Wholesaler in War- 
Time Distribution 


By BYRON S. WATSON 
President of the National Shoe Wholesalers’ Association of the United States 


war, a prominent manufacturer of shoes in New England 
who distributes his merchandise direct to the retail trade, 
stated in the public prints that within a comparatively short 
time, the wholesaler of boots and shoes would be eliminated. 
The service that the wholesaler of boots, shoes and rubbers 
has continued to render to the retailer and indirectly to the con- 
sumer, during the past few years has definitely and for all time 
refuted this statement. 


. SHORT time before the outbreak of the great world 


Wholesaler’s Position 
as Intermediary 


Wholesalers have stood between the retail merchant and high 
prices. By this it is meant that for a long 
time the retail merchants of the country 
were not called upon to pay market prices, 
for in almost every instance the wholesaler 
made advances only when absolutely forced 
to do so and only after the retailer had en- 
joyed the advantage of stock on hand in 
wholesalers’ warehouses, bought at old prices. 
When these stocks were exhausted, of course, 
the wholesaler has been obliged to revise 
prices based on new costs. 

On a rising leather market, such as has 
existed since the entry of the United States 
into war, the wholesaler has -repeatedly 
demonstrated his economic value to the 
community he serves. The small retailer 
owing to advances in the price of shoes, felt 
his way along by ordering through the whole- 
salers, buying often and in small quantities 
and receiving, practically, immediate de- 
livery. In this manner he has educated the 
consumer to the knowledge that more must 
be paid for shoes than has been in the past. 

This has been the function of the whole- 
saler of boots and shoes and so he will con- 
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placing more working capital into his business, buying merchan- 
dise and accepting delivery when the manufacturer could give 
it to him and now stands in an advantageous position to render 
more than ever before satisfactory and efficient service to the 
retail shoe dealers of our United States. 


Wholesale Situation Considered Most 
Favorable 


The jobbers of Chicago have the most confident outlook to the 
future. After passing through a very active Spring season, the 
busiest and most successful that the wholesale district ever knew, 
practically all are looking forward to a Fall selling that will far 
exceed that of any previous year. 

What the wholesalers regard as serious, 
and a factor which will perhaps greatly alter 
the distribution methods of former seasons, 
is the very general feeling that there is to be 
a shortage of women’s footwear. Due to 
shortage of labor, many of the factories are 
limited to only 50 per cent of their normal 
production; therefore the wholesalers are 
having difficulty in securing their full quota 
of shoes. This they believe will greatly react 
upon the retail trade, which will not have an 
opportunity to examine and choose from the 
wide variety of lines and stocks they were 
formerly able to do. To offset any disap- 
pointment the wholesalers and their sales- 
men are urging all merchants to buy early. 

The Chicago market has greatly developed 
as a center for shoe buying. It is remarked 
throughout the wholesale district that more 
buyers have visited Chicago during the past 
six months than during any other like period. 
They are coming in from all parts of the 
country, and usually place heavy orders. 








tinue holding a proper and important place President National Shoe Who'esalers’ Ney Wholesale House in 


in the business structure of our country. 


Important Factor In 
Distribution of Rubber Footwear 


The largest manufacturer of rubber boots and shoes in this 
country, although this corporation has established a number of 
branch stores which, practically, conduct a wholesale business, 
nevertheless, distributes usually under normal conditions over 
sixty per cent of the output of his factories through wholesalers 
and it has been intimated that this percentage of factory output 
is on the increase rather than on the decrease. 


Conditions Make 
Wholesaler Imperative 


With the uncertainty of factory output, caused by difficulty 
in obtaining raw material, by strikes, by the congestion of the 
transportation facilities of the country, the retail merchant 
certainly would be in sore straits, if he were obliged to depend 
solely on manufacturers for his merchandise. 

The wholesaler has stepped into this breach, in many instances 


Association, Providence, R. I. 


Boston 


L. Schapiro, for many years identified with the New England 
shoe industry in the manufacture of stitchdowns and for several 
years past associated with one of the largest wholesalers in 
Boston, has formed a new corporation under the firm name of 
L. Schapiro Shoe Co., with which he will be identified as treasurer 
and general manager. 

The new concern will specialize in women’s novelty footwear, 
or as Mr. Schapiro puts it, “Shoes of Today.” The line will 
consist of welts, turns, and McKays, and will represent the snappy 
creations of a number of well-known manufacturers. 

The home of the new organization will be at the corner of 
Essex and South Streets. 





Wholesaler Adopts Retailers’ Idea of 
Making Windows Sell Merchandise 


One of the few jobbers in the wholesale shoe district of Chicago, 
who utilizes the value of its ground floor window space to the 
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The Shoe Wholesaler’s Place in the Structure of Business 


‘‘On a rising leather market such as has existed since the entyr of the United States into 
war, the wholesaler has repeatedly demonstrated his economic value to the community he 
serves. ... For a long time the retailers of the country were not called upon to pay market 
prices, for in almost every instance the wholesaler made advances only when absolutely 
forced to do so and only after the retailer had enjoyed the advantage of stock on hand in whole- 
salers’ warehouses, bought at old prices. When these stocks were exhausted of course the 
wholesaler has been obliged to revise prices based on new costs. 

‘*This has been the function of the wholesaler of boots and shoes and so he will continue, 
holding a proper and important place in the business structure of our country.”’ 


BYRON S. WATSON. 








full extent is the George E. Harrison Shoe Co., 207 W. Monroe 
St. Being situated almost at the entrance of the wholesale dis- 
trict, many local and out-of-town shoe buyers have occasion to 
pass by every day, and in order to attract the attention of these 
buyers, the company has arranged a fine window display of the 
latest style shoes. Instead of the usual draperies or other walls 
that are noticed in most windows of the wholesale district, this 
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foresighted jobber has transformed its 60 feet of window space 
into a handsome exhibition of desirable shoes all encased in dust- 
proof glass show-cases, with the styles being changed quite often. 
It is not unusual to observe buyers stop and look into the windows, 
then enter the store to view the full line, which is on the ground 


floor. 





The Milwaukee Shoe Sales Association 


A New Live-Wire Organization of Milwaukee 
Sales Managers 


MILWAUKEE, WIS.—An organization meeting, of the Mil- 
waukee Shoe Sales Association, was held recently at the Wis- 
consin Hotel, Milwaukee. Some weeks previous to this an 
informal meeting of some of the men interested in the project 
was held and a committee to draft a Constitution and By-Laws 
was named. 

The report of this committee was received and accepted at 
the organization meeting. 

This organization bids fair to prove a very considerable factor 
in shoe activities, not only of Milwaukee and the Middle West, 
but of the entire industry. Its objects are best stated by quoting 


from the Constitution and By-Laws of the organization, as 
follows: 





ARTICLE II 
Objects 

“Section 1—To develop a spirit of unity and good business 
fellowship among its members. 

“Section 2—To exchange idéas regarding methods and policies 
that will combine and co-ordinate the efforts of its members for 
the improvement of sales practices. 

: “Section 3—To increase and “boost” civic pride 
and loyalty and by its efforts to make Milwaukee a 
bigger business factor in the country and to help in 
establishing a reputation for Milwaukee that shall be 
above question or reproach whether commercially 
or in any other way.” 

Officers were elected for the ensuing year, as follows: 
President, Walter J. Booth, Weyenberg Shoe Co.; 
vice-president and sergeant-at-arms, R. Sartain of the 
Rich Shoe Co.; secretary and treasurer, Clarence H. 
Greeley of the F. Mayer Boot and Shoe Co. 

Those present at the first meeting were: W. J. 
Booth, of the Weyenberg Shoe Co.; R. M. Sartain, 
of the Rich Shoe Co.; Dave Marks, of Harsh-Chap- 
laine Co.; R. D. Hammond, Nunn & Bush Shoe Co.; 
C. A. Dickens, Edmonds Shoe Co.; Michael Zimmers, 
Kalt-Zimmers Co.; F. H. M. Mierendorn, of Luedke, 
Schaefer, Buttles Co., and C. H. Greeley, of F. Mayer Boot and 
Shoe Co. 


It was decided that the meetings of the association would be 
held on the first and third Wednesday of each month at 12.15 
noon. The next meeting of the association will be held on 
Wednesday, the 31st, at the Milwaukee Athletic Club, at which 
time it is expected to have present representatives from all shoe 
houses of Milwaukee. 

The Program Committee, one of the standing committees ap- 
pointed at the organization meeting, consists of Messrs. Marks, 
Hammond and Greeley. The other standing committees will 
be appointed at the next regular meeting. 

If the enthusiasm and earnestness displayed by those present 
is any measure for judgment of the future, this Milwaukee Shoe 
Sales Association will soon attain a prominence and influence fully 
in accord with the high purpose that prompted its inauguration. 





Major Cahill in Boston 


Major Charles T. Cahill is in Boston on a furlough. He was 
publicity manager for the United Shoe Machinery Company. 
He is now in the United States Quartermaster’s Department. 

The Major looked finely, and his many friends were glad to 
see him again. 
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Patriotism Dominates Illinois Convention 


Record Attendance Features Retail Trade Gathering— 
Frank P. Meyer Re-elected President 


gathered, at Peoria, Tuesday for their annual three-day 

convention. The attendance by far outstripped that of 
any previous gathering of Illinois shoe retailers. Patriotism 
dominated the convention, receiving its impetus when President 
Meyer of Danville, at the opening session at 2.30 declared that 
the warp and woof of the deliberations must be on a patriotic 
basis and that “Our first concern at this time is our country— 
what we can do, what we may do, what we must do, as indi- 
viduals, as business men and as an association, to aid in winning 


MV Cewtera of the Illinois Shoe Retailers’ Association 


the war.” 
He heaped enconiums upon Peoria hospitality, the fine type 


of the Illinois shoeman and the traveling salesman. 


Mayor Woodruff Welcomes 
Merchants and Travelers 


He was followed by Mayor Edward 
Woodruff, who in his address of welcome 
urged the visiting shoe men to deal at home. 
Mayor Woodruff paid tribute to the travel- 
ing men, whom he said are the middle men 
and cannot be eliminated as an important 
element in business, any more than the 
retail merchants. New conditions, however, 
he said, make necessary the taking of fre- 
quent inventories, just as the Kaiser is 
being forced to take inventory of America’s 
Army. 


National Association 
Playing Important Part 


A. F. Sloane, field secretary of the Na- 
tional Shoe Retailers’ Association, an- 
nounced the organization of thirty State 
associations, all affiliated with the National, 
whose officials are busy in Washington, 
protecting retail merchants’ interests and 
serving without compensation. He praised 
Illinois as the place where the West begins 
and where fellows rub shoulder to shoulder 
for the common good of each; a movement in which the National 
Association is now playing an important part. He further 
stated that each state convention is helping to bring dealers 
closer together for their common protection and advancement. 

The typical rotary roll call next brought every man before the 
convention to give his name, business, whether married, or 
single. Those having sons in the Service were enthusiastically 
cheered. 

After the reading of the minutes, President Meyer spoke in 
regard to urging closer individual affiliation with the National 
Association. He emphasized that dealers in each town should 
combat false news reports about shoe prices and cited nine 
instances where he personally checked up editors of Illinois 


papers, resulting in apologies. 


Training Necessary for 


Proper Fitting and Selling 


He pointed out the problem of replacing clerks on account of 
the “Work or Fight” ruling and made strong his point that 
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Re-elected President of Illinois Shoe 
Retailers’ Association 


clerks should be regarded in the professional class, since years of 
training were required to equip them for the proper fitting of 
shoes. He urged dealers to train high school boys in fitting and 
selling methods, citing instances where fine results were obtained 
in his two stores. 

He urged the dealers not to bid against each other for clerks 
and to pay what each sales person is worth on a commission 
basis. He especially emphasized that dealers should work hard 


- to hold up their volume of business and make money to pay for 


the grand and glorious work which our boys are doing abroad. 

President Meyer asserts that women are making more money 
than ever before and are eager to spend it to enhance their 
personal charms—furthermore that it is patriotic to sell them 
all the shoes they will buy. In this way, the 
merchant will accumulate more money with 
which to buy Liberty Bonds and Thrift 
Stamps and thus do his part in the prose- 
cution of the war. 


Cash or 
Credit Business 


R. W. Ranney, of Galesburg, First Presi- 
dent of the Illinois Shoe Retailers’ Associa- 
tion, spoke on “Cash or Credit Business,” 
shoemaking merits of both. The discussion 
which followed showed the number of mer- 
chants doing a strictly cash business to be 
relatively small. However, these dealers 
testified to practically no losses. Dealers 
doing credit business said frankly that they 
would rather do a strictly cash business. 
Several merchants, who had had nerve 
enough to change over from a credit to a 
cash basis pointed out their success with the 
new plan and said that the change had not 
resulted in any loss of business. 





Building 
Volume 


J. A. Bucke, of Lincoln, gave an interesting personal reminis- 
cent talk on “How to Build Volume in a Small City,” showing 
that merchant must have accurate knowledge of the psychology 
of men and women; that good will must be inspired among 
customers; that medium-priced shoes make for volume business 
and safe profits; that narrow widths must be avoided and if 
played will sap profits, as proved by average bankrupt store, 
which fails because of overstock of narrow widths; that good - 
clerks are essential for successful business; that commissions 
or premiums make the clerk see opportunity to make money for 
himself and if he does not make money, then the dealer does not 
do so; that no clerk who drinks whiskey or smokes cigarettes 
ever gets or holds a job in his store; that dealer must respect 
advice of clerks, as often good tips result; that the good will of 
traveling salesmen is worth while; that the dealer should look 
at salesman’s line whether he buys or not; that laces can be 
sold, should not be given away; that bargains frequently offered 
are good business builders, if no guarantee goes with such goods; 
that women shoes—$4 to $9, and men’s shoes, at the same figures 
are safe prices for building volume business in average towns. 
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L. E. Goss, of the Dayton Last Works came next with inter- 
esting talk on lasts, their manufacture and how accurately fitting 
measurements are given shoes. 


Eliminating 
Returns 

S. G. Auer, of Mattoon, spoke on “Eliminating Returns,” 
emphasizing three rules—Correct Fitting of Feet, Correct 
Satisfying of Customer Regardless of Prevailing Styles, and 
Correct Store Service, which wins and holds confidence of cus- 
tomers. Mr. Auer said—‘Clerks must have patience and must 
fit both feet.” He said that buyers, in order to insure a repeating 
line of customers, must select several tried and true lasts, having 
wide range of fitting qualities, shapes that are always in style; 
and should constantly keep complete run of sizes and widths. 
He said that clerks should carefully listen to customers’ wants, 
first determining size required—thus making very rapid work in 
effecting a sale; that clerks should use a very short line of shoe 
talk and never leave subject in hand of shoe fitting. In this way, 
the clerks close sales quicker, have better satisfied customers, 
with a less percentage of returns. 

George F. Thomas, of Alton, took for his subject—“‘Clearance 
Sales or Price Cutting Sales,” denouncing price cutting. He said 
that war-times would diminish bargain sales. 

The afternoon’s session of July 23 ended with an inspection of 
shoe displays until seven o’clock, after which the crowd went 
to the Amusement Park for duties. A supper then took place, 
followed by boxing bouts, in which President Meyer boxed A. J. 
Nicholl of the George E. Harrison Shoe Co., Chicago, which 
event proved a very amusing one. 

During the Wednesday morning session from 9 to 10 o’clock, 
the delegates visited Commerical Exhibits. A very forceful 
paper was read by William Wagner of Aurora, on “Training 
Clerks to be Real Salesmen.” He insisted upon the encourage- 
ment and inspiration of employees, giving them responsibility 
and a financial interest in the business. Mr Wagner stated that 
in this way he had built up one of the most aggressive organiza- 
tions which could be wished for. 

W. B. Hewett of St. Louis, Mo., took for his subject—“‘Salary 
or Commission to Salesmen,” this talk forming a splendid en- 
dorsement to the commission form of compensation to get better 
results from clerks. 

W. S Hall, of the United Shoe Machinery Co., came next 
with an interesting motion picture lecture on “How Shoes are 
Made ” 


Resolutions 
Adopted 

The resolutions adopted—First pledged members to take out 
insurance in National Mutual Company; Second, stated that 
it is the duty of each member to directly affiliate with the Na- 
tional Shoe Retailers’ Association and to pay dues as individual 
and firm members, and to extend support at all times to National 
Officers, believing that in greater strength of National will come 
greatest good of shoe industry as a whole; Third, that it is the 
duty of each member to promptly pay dues; Fourth, a vote of 
thanks was extended to the City of Peoria, its shoe men and 
traveling men whose assistance made the convention such a 
great success; Fifth, co-operation pledged to War Industries 
Board in conservation of material essential to the shoe industry, 
and as individuals pledged themselves to faithfully abide by the 
decisions of the board as they may affect styles and retail business 
generally. 


Telegram to 
Provost Marshal Crowder 


A telegram by President Meyer to Provost Marshal Crowder, 
urging opinion of Association for crying relief from ruling that 
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shoe fitters are non-essential workers, stating that it takes years 
to train clerks properly to fit shoes and that further depletion of 
number of clerks means poorly fitted shoes and consequently 
grave foot ills for great non-combatant public, including many 
thousands of workers in our essential war industries. 


President O’ Connor Refutes 
Charge of Profiteering 

The Wednesday afternoon session opened with a talk by John 
O’Connor, President of the National Shoe Retailers’ Association, 
who reviewed the progress of the National during the past year, 
and denied that profiteering has any part in shoe business as a 
whole, showing how National Association fills important role in 
exploding false claims. National President O’Connor announced 
plan for establishing permanent secretarial staff in Philadelphia, 
pointed out value of insurance company, emphasized value 
received by each dealer through his joining the National and 
lending cash support. In denying profiteering claims, President 
O’Connor quoted Harvard School of Business Administration, 
showing sales profits on low-priced shoes 25.7 per cent of sales— 
medium-priced shoes, 26.6 per cent, high-priced shoes, 34.8 per 
cent, while net profits on low-priced shoes are 5.2 per cent; 
6.35 on medium-priced shoes and 6 per cent on high-priced shoes, 
including dealers discounts, was not too much on business 
handled and risks assumed. He claimed that prior to the exist- 
ence of the National Shoe Retailers’ Association not more than 
10 per cent of dealers could liquidate and pay dollar for dollar, 
whereas today 90 per cent of dealers could do so. He further 
stated that dealers are doing business with better efficiency 
methods today than ever before and while stocks on hand are 
increasing in value the prospects are for continued increases in 
prices during and after the war. President O’Connor made the 
prediction that men’s shoes after war would be short in supply, 
as there would be a demand from army men who would want 
civilian dress shoes with medium toe and plenty of style to ¢on- 
form to regular civilian wear as relief from puttees and heavy 
looking shoes. He cautioned dealers not to overbuy, but to get 
full value out of every pair of shoes sold. 


Men’s Shoes 
After the War 


Otto Hassel of Chicago was called upon for an expression 
regarding men’s shoes and styles after the war. He responded 
to the effect that it is the duty of the shoe retailers of the country, 
above all else, to support the Government in winning the war, 
even if it takes all of their profits to do this. Mr. Hassel con- 
tinued, stating that it was, therefore, all the more essential that 
the retailers should work hard to hold up volume business; that 
there seemed certain a ten-year period of unexampled prosperity 
after the close of the war and that no other country would be so 
well equipped for supplying the world with essentials as we. 
“Europe, ’ said Mr. Hassel “will depend upon us for shoes of all 
kinds and dealers should remember that army men’s feet are 
developing—therefore, after the war, in buying look out for 
Double AA width shoes. 

G. E. Williams of St. Louis, Chairman of Hotel Arrangements 
for the National Convention, urged all dealers to make hotel 
reservations and gave outline of plans being made for making 
January convention the greatest ever. He stated that the shoe 
displays there will help dealers get an accurate line on what to 
buy for Spring. 


Field Secretary Sloane 
Explains “Firm Memberships’’ 

Field Secretary of the National, A. F. Sloane of Oxford, Ohio, 
in a thrilling patriotic speech, showed how essential it is that the 
shoe business be kept in good condition and that the retailers do 
their part toward supporting the boys in the trenches. The 
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shoe dealers present responded to his ‘appeal to join the National 
by signing store membership plan. 

Ralph Stadeker, Representative of E. P. Reed Co., Rochester, 
signed membership blank and in doing so urged that all traveling 
men join the National and pay dues on the basis of annual sales. 
His action met with hearty applause. 


Novelty Shoes in 
War Time 


Frank Sparger of Peoria spoke on “Novelty Shoes in War 
Times,” stating that the life of business today is novelty shoes— 
that those selling them have forged ahead—that women pay 
more attention to the appearance of their feet today and that 
price is a secondary consideration. Mr. Sparger emphasized 
that style came first; and that casualty lists are not causing 
women to neglect style, or swing back to plain black staple 
shoes. He said that Paris emphasizes this and when American 
soldiers come home on furloughs, they will want to see women 
folk attractive, not sombre. Mr. Sparger continued—‘‘While 
war is eradicating freaks, it is also harmonizing colors, lasts and 
good shoemaking.” He said that he is a firm believer in novelty 
shoes for keeping business alive and active, but dealers must use 
judgment and should note that working young women today 
are volume buyers of novelties in place of non-working women, 
who a few seasons back bought novelties. Both classes today are 
eager for attractive shoes, s2id Mr. Sparger, so “Select and sell 
colors that harmonize with garments, such as grays, blues, 
browns, tans, whites and blacks, with high, covered heels to 
Mr. Sparger predicted that Government regulations 
He urged all dealers 
He also pre- 


match.” 
would not affect sales to any great extent. 
to push harder, or their volume would go down. 
dicted a big Fall business 


**Returns”’ and “‘Exchanges”’ 
Should Be Watched 


-C. J. Stevens of I. Miller, Chicago Store, urged a stiffer han- 
dling of complaining customers, saying that shoe retailers can do 
business without catering too much to the whims of women; 
he said that his store would not exchange shoes after five days, 
whether cash or credit sale; that plenty of colors and perforations 
will give the retailers novelties which will continue to be volume 
sellers. 

A discussion by the convention resulted in the urging of stop- 
ping of exchanging of merchandise also in planning to instruct 
clerks to dominate the customer’s mind, impressing the customer 
with the fact that the shoe retailers know their business. 

In the talk by S. E. Murray of Clinton—‘The Dollar in a 
Shoe Store,” a timely and rousing warning was given to mer- 
chants to watch their margin in forthcoming varying conditions, 
as in these trying days a shoe store will flounder in the quicksand 
of failure if a shoe merchant does not watch his figures carefully. 

Mr. Fleisbach of Chicago, operating three Walkover Stores, 
emphasized in his talk that the exchange evil can be solved by 
the better fitting of customers. 

Otto Hassel of Chicago told the delegates that getting cus- 
tomers—satisfied customers—is the merchant’s paramount idea— 
not refusing exchanges, not lasts, not styles, which are incidental. 


New Directors 
Elected 


The following were elected directors for three years: William 
Wagner, Aurora, Ill.; Otto Hassel, Chicago; S. E. Murray, 
Clinton, Ill. 

The Present Officers were re-elected unanimously, 

The banquet on Wednesday evening was remarkable for 
patriotic stunts and enthusiasm, with National President, John 
O’Connor, Field Secretary A. F. Sloane, President F. P. Meyer 
of the Illinois Shoe Retailers’ Association, Senator Magill as the 
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leading ‘speakers. President Meyer was presented with two 
handsome silver candlesticks. 


Style Show a 
Big Hit 

One of the big hits of Wednesday evening was the Style show, 
with pretty living models wearing the season’s novelty shoes, 
also showing advance Fall styles. This show was put on by Mel 
Cronshaw and Frank Sparger of Peoria, in conjunction with 
W. P. Clemmons, Sales Manager of the Hylo Novelty Co., 
Chicago and Jefferson City, Mo. 

The Thursday morning session was occupied by several in- 
spiring and patriotic addresses on “How the Retail Merchant 
Can Help Win the War.” 


Outing and 
Good Time 


Thursday afternoon was taken up with visits to the lines dis- 
played by various manufacturers and a general good time, in- 
cluding a boat trip, ball game, picnic dinner, and dancing on the 
boat from 7.30 P.M. until the hour of midnight. 

Authorities on conventions state that this was the best in 
educational results of any ever held—shoe merchants showing 
more real interest in studying merchandising problems, reflected 
in papers read and discussions, which proves ‘that the shoe 
merchants of the country realize the changing conditions and the 
necessity of delving deep into the business processes which make 
for success. 

National President O’Connor and Field Secretary Sloane dub 
this convention one of the very best they ever attended and 
accord much credit to the enthusiastic leadership of President 
Meyer and his officers. 

The next annual convention will be held at Decatur. 





Wm. Cohn, Missouri Representative for 
Harsh-Chapline Shoe Co. 
Wm. Cohn, who has been on the road for thirty-four years, his 


sales for the old firm of Harsh & Edmonds, being past the $200,000 
mark, and who states that he has every reason to believe they 





WM. COHN 


will_be much larger this year, is now traveling Missouri for the 
new shoe manufacturing firm of Harsh-Chapline Shoe Co., 
Milwaukee, Wis. 











July 27, 1918 


Rhode Island Retailers’ Outing 


The outing of the Rhode Island Shoe Retailers’ Association, 
held at the Warwick Club July 17, was ‘‘some”’ party. 

Providence merchants usually close their stores on Wednes- 
days during July and August at one o’clock. For this special 
occasion they closed at noon, and by automobile and trolley the 
merchants and their guests, among whom were salesmen from 
the various stores, proceeded to the Warwick Club. 

At the clubhouse, members of the association from other parts 
of the state joined the Providence merchants, and about noon a 
luncheon of clam chowder and baked eel was served. 

The afternoon was given over to athletic sports, consisting of a 
baseball game between the married men’s nine and the single 
men’s nine, or the Benedicts vs. the Bachelors. Prizes donated 
by Sullivan Co.; umpire, Frank Munroe ,“married man with 
family”. Mr. Kinney was the winner in the ladder race, the 
prize being donated by the Regal Shoe Co; Mr. Lauder took first 
honors in the peanut race, the prize being donated by Douglas 
Shoe Co.; Mr. Whitney won the pipe race, the prize being donated 
by T. F. Peirce & Son; the sack race was won by Mr. Lauder, the 
prize being donated by Mulvey & Lyons; in the fat men’s race, 
Mr. Charrette, of Worcester, Mass., was the winner, the prize 
being donated by the Walk-Over Shoe Co.; the three-legged race 
was won by Messrs. Whitmore and Suitor, the prize being do- 
nated by the Sorosis Shoe Co.; the one-hundred-yard dash was 
won by Mr. Ballou, the prize being donated by F. E. Ballou Co.; 
the single men won the tug-of-war between the married and single 
men, the prize being donated by Whitmore’s Shoe Shop; Mr. 
West won the running jump, the prize being donated by the 
Woonsocket delegation. The judges of the events were: John 
Mulvey, of Mulvey & Lyons; John Wilson, of John, the Shoeman, 
Inc.; and E. C. Logan, of the ‘Boot and Shoe Recorder,” Boston. 

At the conclusion of the sports program, each event of which 
developed into a spirited contest, the merchants and their guests 
sat down to a clambake, which in its appointments could not be 
surpassed. 

Both Fred S. Fenner, chairman of the Outing Committee, and 
George E. Peirce, president of the Rhode Island Association, 
were. untiring in their efforts to make the outing a grand success, 
and were amply rewarded. 





Livewires in Wholesale Business 


An announcement of interest to many merchants is that of 
the entering of Azine Bros. Co. into the jobbing business handling 














JOHN AZINE 
President Azine Bros. Co., Chicago, I!I. 


women’s novelty shoes. The prime movers behind this new 
organization are John Azine and D. J. Azine, who have been 
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associated with the shoe business from childhood, and who jointly 
have been successfully operating retail stores in Minneapolis, 
Duluth, and Fargo, S. D. 

The new company will be known as the Azine Bros. Co.; John 
Azine is president and D. J. Azine, secretary and treasurer. 





D. J. AZINE 


Secretary-Treasurer Azine Bros. Co. 
Chicago, IIl. ; 


Large sample and stock rooms have been leased on the eighth 
floor of the Lees Bldg., 19 S. Wells St., in the heart of Chicago’s 
wholesale district. Already their floors are filled almost to 
capacity with lines of medium and high grade ladies’ welts and 
turns, in which they will specialize. ‘They are announcing that 
lines of Brooklyn, Rochester and Lynn shoes are in stock ready 
to ship, and they promise to introduce an innovation in shoe 
wholesaling. 





Maximum Hide Prices Confirmed by 
War Industries Board 


It is understood that the War Industries Board has confirmed 
maximum hide prices agreed upon last Friday as follows: 

Packer hides. Heavy native steers, 30c; light, 29c; extremes, 
24c. Heavy native cows, 28c; light cows, 24c. Heavy texas 
steers, 28c, light Texas, 27c; extremes, 24c. Butt brands, 28c; 
Colorados, 27c. Branded, cows, 23c; native bulls, 21c; branded 
bulls, 19c. Calfskins, 44c; kips, 26c. 

Country hides from best sections: Extremes, 25-45 lbs., 22c; 
buffs, 45-6 lbs., 21c. All country hides to be bought and sold 
on selected basis. River plate frigorifico hides, maximum price 
on steers, $53, Argentine gold. Maximum price on cows, $40, 
Argentine gold. An official announcement states: ‘“The readjust- 
ments of maximum fixed prices will more nearly equalize actual 
market conditions as reflected in prices of country hides and not 
affect the price of cattle. There have been widespread complaints 
that small hide producers have been unable, owing to marketing 
conditions, to secure a fair price for their hides. ‘The War Indus- 
tries Board, therefore, has under consideration the appointment 
by permit of hide dealers similar to the system adopted in wool.” 





The Johansen Plan of Stock Appor- 
tionment 

Copies of “The Johansen Plan” have been sent to a very select 
list of the regular customers of Johansen Bros. Shoe Company, 
St. Louis. ‘ 

The plan briefly is this: Johansen Bros. aim to apportion their 
stock among a selected list of dealers who will agree to absorb 
the entire output of their factories. They have set the dead line 
at August 15, and from that date on will distribute through 
Johansen dealers only. 
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“Keep Smiling, with Lots of Pep”’ 
Motto of Wholesale Manager 


Old friends of Fred B. Zepfler both act on his motto and quote 
it. Mr. Zepfler is manager of A. F. Cox & Son at 562 Atlantic 
Avenue, Boston, wholesalers and jobbers, and New,,England 
agents for Firestone rubber footwear. He is a veteran in whole- 
sale experience, having started in the shoe business at the age 






















FRED B. ZEPFLER 





of 10, with the old Clark Hutchinson Co. About eighteen 
months ago he made his present connection, starting first on 
the road, and successfully introducing Firestone footwear in 
the territory. As inside salesman with his former house, and 
ad representative of A. F. Cox & Son, he is well known in the 
New England trade. 





Training Cripples for Shoe Repair Work 


MILWAUKEE, WIS.—Training men for shoe repair work has 
come to the attention of the American Red Cross Institute for 
Crippled and Disabled Men, 311 Fourth Avenue, New York, 
through the initiative of S. J. Brouwer, the well-known Milwaukee 
shoe merchant. 

Mr. Brouwer has received a cordial response to the suggestion, 
and the Institute has expressed a willingness to take up the work 
if conditions warrant it. The practical attitude of the Institute 
was expressed in an inquiry as to how many men Mr. Brouwer 
eould employ, and inasmuch as he is remodeling his repair shop 
and increasing its capacity he was in a position to give a definite 
reply. 

“Repairing soles and heels and putting on patches is a large 
share of the work before it is turned over to the stitching and 
finishing machines,” says Mr. Brouwer, ‘and men who are crip- 
pled up can be seated at this kind of work and get along very 
nicely.” 

Plans are now under way to get the co-operation of the trade 
in this patriotic work of fully utilizing the manpower of the 
nation. 


H. I. Thayer, Acting President of Tan- 
ners’ Council 


Boston: For the week beginning July 29, Harry I. Thayer of 
Thayer Foss Company, president of the New England Shoe and 
Leather Association, will act as president of the Tanners’ Council 
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under a schedule worked out to fill the place of President Van 
A. Wallin during his absence. Mr. Wallin is taking a much needed 
vacation for about a month, and the other acting presidents for 
the succeeding weeks will be, respectively: Vice-President L. J. 
Robertson for week of August 50; T. S. Keirnan, week of August 
12, and Ira Vaughan, week of August 19. 





Rosenwasser Bros., Inc., Employees 
Present Motor Ambulances to 
Government 
Impressive Ceremony Attends Presentation 


Two motor ambulances were presented to the U. S. Govern- 
ment on Saturday afternoon, July 20, by nearly 3,800 war 
workers of Rosenwasser Bros., Inc., Long Island City, N. Y. 
They backed up their financial donation with an exposition of 
loyalty and patriotism, after a parade from the factory on 
Jackson Avenue, with flags flying and bands playing. The 
Service Flag of the factory contains 575 stars. Officials of 
the firm and representatives of the U. S. Government reviewed 
the parade. The guests of honor were Miss Lane of the Amer- 
ican Red Cross, Mrs. Rosenwasser and Miss Rosenwasser, Mrs. 
F. J. Hogan and Miss Dorothy Hogan of Washington, Miss 
Helen Bastedo and a company of the Women’s Motor Corps of 
America, Mayor Herbert Schofield, Captain Harris, Pay 
Director Williams and officers of the British and Belgian Armies. 





First Lieutenant George Gaylord Mac- 
nish Makes the Supreme Sacrifice 


First Lieutenant George Gaylord Macnish of Stevens Point, 
Wis., has made the supreme sacrifice. He was a son of Mr. 
C. G. Macnish, of the retail shoe 
firm of the C. G. Macnish Co., 
402 Church Street. His death 
occurred in France on July 2, 
last, in his twenty-sixth year. 

He had been in service in the 
front lines for three months, and 
was located in the Toul sector, 
an officer of the 161st Infantry, 
Sunset Division. 

Commissioned 
on Birthday 

On August 14, 1917, his 25th 
birthday, the Stevens Point soldier 
was made a commissioned officer 
in the United States army. 





Ist Lieut. George G. Macnish 


Killed in Action At Front 


Three Months 
In a letter received recently by his father was enclosed a 
gold stripe awarded to the young man for six months’ 
service overseas. 





30,000 Sea Boots 


Uncle Sam wants 30,000 sea boots for the navy and has sent 
a sample of them to the New England Shoe and Leather Asso- 
ciation in Boston, to be looked over by New England manufac- 
turers, who might like to make them. 

The boots are of cowhide leather, sheepskin lined, knee high, 
have soles as thick as a board, pegged on. Pegs will not rust, 
no matter how much soaked with sea water. The soles are 
corrugated, to make them slip proof. Heavy footwear it is, but 
the sailors need it, when heavy Winter storms blow. 
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Traveling Shoe Salesmen 
Activities of our Trade Ambassadors 
On and Off the Road 
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L. Richard with 
R. P. Smith & Co. 


Mr. L. Richard, the live-wire salesman for R. P. Smith & Sons 
Company, left Chicago July 5, to call on his trade in Kentucky, 
Tennessee, Mississippi and Louisiana. Mr. Richard has been 


. L. RICHARD 
Salesman for Ky., Tenn., Miss., and La., for R. P. Smith 


with his concern for sixteen years and makes the following re- 
marks regarding conditions in the South: 

“Never before have the merchants from our territory felt so 
confident about the future tendency of the shoe business as they 
do at present. Both the stores in the smaller towns and the big 
cities all are having a very encouraging Summer business and 
they have no cause for skepticism of the future, as the outlook 
is very bright and rosy right now.” 


HOW THE SHOE MERCHANT CAN 
CO-OPERATE WITH THE SALESMEN 


By Vice-Pres. Joseph P. Byrne, N.S. T. A., 
Before Rochester Style Show 


This is how, as outlined by Mr. Byrne: 

First, by being punctual in keeping engagements, and meet- 
ing the salesmen upon the hour agreed upon and giving the sales- 
men his earnest and considerate attention. 

Second, by being courteous; retailers should not take an an- 
tagonistic attitude toward traveling salesmen, but should treat 
them with the same courtesy and politeness that he would like 
to have his own salesmen show his own trade. 

Third, by educating himself in the technicalities of shoe man- 


ufacturing, by visiting factories and acquainting himself with 
the many obstacles to be overcome by the manufacturer. 

Fourth, by not encouraging the sale of single pairs, which must 
in turn be ordered from the factory. He said that an order for 
a single pair of shoes can put a “crimp” in the whole. works, and 
that the many single orders in the aggregate a re a nuisance and 
are made without profit. 

Fifth, by purchasing his shoes from factories nearest the city 
where his store is located, whenever possible. In this way the 
dealer is doing a lot in a patriotic way to keep available more 
freight cars to carry coal and other supplies to help win the war. 

Ninety-five per cent of the shoe retailers have been placed in 
Class I as “good scouts,” while 4 per cent are inconsiderate and 
1 per cent are of the naturally disagreeable type. 


William L. Gerrish 
Goes with Plant Bros. & Co. 

William E. Gerrish recently joined forces with Plant Bros. & 
Co., Manchester, N. H., and will cover the greater portion of the 
New England territory. Mr. Gerrish will make his headquarters 


WILLIAM E. GERRISH 
Goes with Plant Bros. & Co. 


at the Boston office, 207 Essex Street, where, in addition to his 
other work, he will have charge of a new floor department open in 
connection with the Boston office, where he will be at all times 
ready to welcome buyers in Boston market. 





Every time you buy anything people work for you. Save 
labor and materials for the use of the Government. 








Neolin Soles | 


Trade Mark Reg. U.S. Pat. O 


he merchant 

who carries 
and features in his 
repair shop a stock 
of NeGdlin Soles has 
this advantage: He 
shows to every cus- 
tomer and every 
passer-by that his 
shop is thoroughly 
modern and up-to- 


No repair stock 

is complete 
without Wingfoot 
Heels. If you do 
not have them you 
let your competi- 
tor sell the heels 
that are guaran- 
teed to outlast all 
others. 


The Good yearTire & Rubber Co. 
Akron, Ohio 
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Customers Appreciate Surprises in 
Windows 
The Way to Make Your Windows Interesting in Mid-Season 


prised. The popular store is the one that keeps people 
wondering what they are going to do next.” 

That statement was made some time ago by a successful 

merchant. He also said: “Many stores get the reputation of 


"Pres. like a change occasionally. They like to be sur- 
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No. 1.—French Window Effect 


being slow just because there is no variety to the way they do 
things. They started out years ago to do certain things in a 
certain way. They have one way of advertising, one way of 
displaying goods, . . .” 

This merchant was not far wrong in his diagnosis of the busi- 
ness of retailing. We get into a rut and it takes a lot to stir us 
up, to get us out of the beaten track, the track where there are 
so many others with similar ideas. 

The successful man in business or in any pursuit of life is he 
who dares to do something different. People do like a change 
occasionally and reward the one who gives them something they 
like. 

The display man can take this little sermon to heart as well 
as the merchant. Let us all get some good out of it and see if 
we cannot benefit individually from the thought of something 
different. 

For years the display man has given his windows a straight 
across background. Occasionally, it is true he has had slight 
projections into his window in the shape of pillars, etc. But a 
real recess in which'some particular unit has been displayed and 
brought forcefully to the notice of the public has been generally 
omitted from his program. 


\A Different 
Sort of Display 


In Fig. 1 we offer a suggestion that will give a window that 
“different” appearance that we all agree will make it more 
attractive. The window is arranged so that there is a con- 
siderable recess in the center. This may be specially lighted to 
good advantage. The recess is shown with a scenic painting for 
a background. This may be omitted and a light material used 
in the form of soft drapes. A silk material or cotton cretonne with 
a lively floral design, or a plain shade of cloth may be used. 
Plush drapes in green and blue may also be used during the 
Summer season, and. red and orange in the Winter time. 


The background of this recess may be in the form of windows 


or French doors. Glass may be omitted from these. If the 
recess is to represent a part of the interior of a room it may be 
made to represent a window seat. In this case the unit trim 
which is to occupy this recess may be posed partly on the window 
seat which should be built below the windows. If the recess is 
to represent the out-of-doors then the back of the window may 
be draped to represent curtains. 

The recess should be not Jess than eighteen inches in depth, a 
deeper one will be better. Still this should be made in propor- 
tion to the size of the window, and particularly as to its depth. 

The floor may be laid with a checkered design giving an 
exaggerated perspective. The blocks should be shown nar- 
rowed up at the back and much smaller in other proportions 
than those in front. 


For a Corner 
Pocket 


In Fig. 2 we show a unit suggestion that can be posed in a 
recess similar to this and also an added accessory in the shape 
of gates. It. will be noticed that the gates are not of the same 
pattern. This variation is given so that the display man may 
select one or the other of these in making up his design. These 
gates may be made of wood and may be used in other displays 
from time to time. 

The unit is built up in the following manner. A wooden box 
is used as a base. On this is placed a smaller one leaving room 
around its sides to set three stands of graduated heights. One 
is placed at each side and one at the back of the box. A piece 
of velvet or other draping material is then draped over this to 
hide the boxes and’even the form of them. Two other stands 
are used, one at the left and another in front to the right. A vase 
of flowers and a show card complete the unit. 




















No. 2.—For a Corner Pocket 


This unit may be used without the recess or without the gates 
in front if desired. In the latter case there should be other 
shoe stands used with the unit and shoes set on the floor in front 
of the boxes. 
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The “Pull” of the Busy Store 


OR some time to come, busy stores will be 
the mainstays of the country’s retail shoe 
business. 


Volume of sales by pairs is a growing neces- 
sity. The small-volume-big-profit plan has 
bumped squarely into the wide-growing 

public demand for moderate-price shoes. 


War economies are the spirit of the 
hour—in shoes as in other 
necessities ! 


Bates Shoes—priced to re- 
tail at $5 to $8 (and give the 
dealers decent profits) —are 
the strongest magnets to draw 
customers to shoe stores that 
the trade will find this Fall. 


A. J. BATES COMPANY 


WEBSTER, MASS. 
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The sides of the recess may be hung with drapes, or panels 
may be set up that correspond with the background or general 
motif of the window. In either case the sides should be on a 
slant, the front of the recess being wider than the rear so as to 
add to the appearance of depth when the floor blocks are laid. 

In the use of colors in building his backgrounds the display 
man must be careful to see that everything harmonizes as well 
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| the Vomunant 
eh rk Wole 





























as he can make them. The fewer colors used the better. It is 
often a good plan to make the window setting of one color, but 
with different tones and shades of that color for contrast. 


How to Color 
Backgrounds 


There are three primary colors, red, yellow and blue. By 
mixing these colors in certain proportions we get any color or 
shade by adding black or white as necessary. One of the funda- 
mental laws of color tells us that we may mix any two of these 
three colors and get a color that will harmonize with the other. 
This is a good rule to remember. 

Red and yellow form orange, therefore orange will match up 
with blue. 

Yellow and blue form green, therefore green will match up with 
red. 

Blue and red form violet, therefore violet will match up with 
yellow. 

We can even go farther than this, for any color in which one of 
the primary colors predominates may be used with any color 
in which a mixture of the other two appears. 

In painting backgrounds, scenics, etc., the greatest fault 
the display man is liable to fall into will be to make them too 
dark. If he does get his grounds too dark he may make them 
usable by outlining the designs with black, or with very dark 
shades of the color used. This will brighten up the background. 

The design shown in Fig. 3 is conventional in its treatment, 
although the decorations are not, but are something like the 
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poster art so popular at the moment. The framework is painted 
in one color and the conventional flower designs are painted in 
bright colors, blues, reds and yellows being prominently used. 

The background is composed of a poster curtain. The grass 
should be painted dark green, the foliage olive green and the tree 
trunks brown. The sky should be a very pale blue, or rather a 
white with just a tinge of blue init. If desired a pale yellow may 
be used for the sky instead of the pale blue. Another variation 
would be to make the sky a purple, but if this is done the painting 
will be very dark and will require considerable light to make it 
look well and to make it possible to show footwear in any color 
but white with any degree of success. 

A background curtain similar in appearance to the outlines of 
this design may be made in the following manner. A white 
curtain of muslin may be made the size required. The tree 
foliage may then be cut out of green felt and the tree trunks out 
of brown and pasted or stitched on the curtain, the grass being 
represented by a sheet of wall board cut out with. a wavy top and 
painted green. 

If a dark ground is desired a green curtain may have white 
foliage and trees stitched or pasted on in the same manner. 

A great variety of effects may be secured in making a design 
for the framework. It need not follow the design illustrated 
except in general outlines. In fact a frame consisting of four 
pilasters and a cross piece may be built and the balance worked 
out in lattice designs with strips of thin lumber a couple of 
inches wide. 

Artificial flowers and foliage should be used freely on a lattice. 
In these days of such perfect imitations at such low prices every 
store should have a supply of these. In fact there should be 
plenty so that a variety suitable to the season can be used. 














No. 3.—Conventionalized Background 


Where the expense of flowers cannot be undertaken it is an 
easy matter to make up a quantity out of tissue and crepe paper 
and to use these instead. It will be surprising to some how 
beautiful a flower can be constructed out of such simple and 
inexpensive materials. 


Window 
Cards 

The show card should receive more attention in some stores. 
The writer has just seen a card that must have done duty for 
several seasons. It is dog-eared, soiled and bears an out-of-date 
illustration. 

If a card is to be used over and over again it should be made 
as general as possible in its text, and the style of layout and 
general decorations should be such as will be suitable for any 
season. 





Labor and material are essential to victory; use both spar- 
ingly. 
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-EMINENT AS A 
SHOE azo’ LEA’ 
center oS: the West 


















is embraced in 
MENS, BOYS, LITTLE GENTS, 
WORK SHOES, DRESS SHOES 
WOMENS MEDIUM and 
DRESS SHOES, CHILDRENS 
SHOES, LEATHERS 9 
FINEST QUALITY 


















































































































GIVING—GETTING 


Giving Value and Service. 

Getting Business and Confidence. 

Giving Style when Style is desirable—but 
always Value and Service. 


Sticking eternally to this text has made these 
Milwaukee. Leather and Shoe Manufacturers 
worthy of your confidence and your busi- 
ness. 


BRADLEY & METCALF CO. 















NUNN & BUSH SHOE CO. 











—— and Boys’ Work and Men’s and Boys’ Work and 
Z a Dress Shoes 
MONQRBILTIA _ F. MAYER BOOT & SHOE 
COMPANY OGDEN SHOE COMPANY 
Makers of Honorbilt Shoes Fine Welted Shoes for Men 





for Men, Women and Chil- 












dren ALBERT TROSTEL & SONS 
THE MENZIES SHOE CO. COMPANY 
Men’s and Boys’ Dress and Fine and Service Leathers 
PFISTER & VOGEL WEYENBERG SHOE. MFG. 
LEATHER CO. 
Men’s and Boys’ Work and 





Shoe Upper, Sole, Harness 


and Glove Leather Dress Shoes 








{ 


. \ 
[MILWAUKEE SHOE 


4 








Growth of 


Seventy-One Years 


Pe ort® 
ger" 


At The 


Nation’s Service 


Pfister & Vogel Leather Co. 


MILWAUKEE, WIS. 


BOSTON CHICAGO 

NEW YORK ST. PAUL 

CINCINNATI ST. LOUIS 

NEW ORLEANS’ SAN FRANCISCO 
NORTHAMPTON, ENG. 








CS see 


EAST SIDE OF MENOMONEE CALF AND KIP TANNERIES 
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T this time, with the style future for Spring and Summer 1919 
looming large, minds of merchants turn instinctively to this thought: 
“What shall we buy to maintain the public’s interest?” 


Restricted in lasts, patterns and colors, how best can a man, who has 
built a business by reason of his style-sensing abilities maintain his following? 


WHITE IS THE ANSWER. 
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The Logical Sole 
Summer Shoes 


White IS the answer. In Kidskin or Cabretta—in Buckskin or 


Nubuck — in Cloth or Canvas — white will be your means of maintaining 
style in footwear for Spring and Summer 1919. 

And nothing has done so mych towards stabilizing white shoes for 
Summer wear as the dependable qualities of VAUGHAN’S IVORY 
SOLE LEATHER. It is distinctive in appearance—it is light in 


weight —and wears most durably. 
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Wado wea ach 


They're unanimous---W hite Shoes for Summer Wear 


Insist on IVORY and your style problems will be, to a large extent, 
solved. WAUGHAN’S IVORY SOLES have stood the test for style, 


wear and comfort. It is white clear through and stays white. 


GEORGE C:-VAUGHAN 


TANNERIES 
96 koster Street 


“PEABODY - MASS ° 
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Just the Shoe for Your 
Early Fall Trade 


IN 
STOCK, NO. 896 
KEITH’S KONQUEROR 
OVERLAP PLUG 
OXFORD oe 


The Preston B. Keith Shoe Company 


It’s a new one and a beauty. To see the shoe 
is to be impressed with its elegance at once. 
Made up of Tony Red Calf, with a gray 
plug insert—some class. Blind eyelets. 12-8 
concave heel. Imitation stitched tip. Good- 
year welt of course. ‘Konqueror,’ Bayne 
last. Ready August first. 


Brockton (Campello Station), Mass. 


Boston Office, 207 Essex Street 
N. B.—I nterest Yourself in Unlocked Process Shoes 





























Novelty Shoes 


READY FOR YOUR 
In Stoc IMMEDIATE NEEDS 


SAMPLE SENT 
ON REQUEST 


435—Wine Calf 34 foxed, 
Castor Nubuck top, 814 in 
3 Lace 17-8 14 Louis Leather 
Bea «= Heel. McKay A4-8, 

B. B 3-8, C, D, 214-8. 6.00 
a, 436—Black Kid 34 foxed, 
B Castor Nubuck top, 
m 816 in Lace 17-8 % 
A Louis Leather 
heel. McKay 
A 4-8, B 3-8, 

C, D, 2%-8 


6.00 


WOMENS SHOE SPECIALTIES 
1508 WASHINGTON AVE. 
St. Lours.Mo 
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P erfection 


Circlettes 


With the Sharp Shoulder and Broad Wear- 
ing Surface 

They don’t scratch floors They do protect 

They don’t wear slippery They do stop uneven weer 

They don’t drop out They do prevent runover heel 

PUT "EM WHERE THE WEAR COMES 


TRADE SUPPLIED BY 


F. W. Whitcher Co., se", 
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SELLING HELps 
THAT Hetpe SELL SHOES 


A shoe store without show windows is a back number today. 
People must have the things they need or want suggested to 
them. And the window tells a story without saying a word. 


Just so with store cards, newspaper advertisements and 
other forms of silent salesmanship. People learn through 
their eyes quicker than through their ears. 


The merchant who carries in stock shoes which contain 
other than leather materials (and there are few who do not) 
depends partly upon educational measures to sell those shoes, 
even though they are in themselves better values for the 
money. If you have on your shelves shoes with innersoles of 
Korxole, why not allow the manufacturers of Korxole to help 
you sell them? 


Some merchants have found in Korxole display cards, shoe 
tags and stickers, sectional samples of shoes and other free 
selling helps, a real merchandising asset. Perhaps you are 
not taking advantage of them. Our two booklets describing 
them will be sent gladly on request. If you do not handle 
Korxoled shoes, ask for the names of manufacturers who use 
this comfortable, waterproof, durable cork innersoling. Some 
of the best shoemakers in the country use Korxole in prefer- 
ence to leather. 


ARMSTRONG CORK COMPANY 
132 Twenty-Third Street - Pittsburgh, Pa. 
Branches in the Principal Cities 


Reg. U. 8. Pat. Of. 
“The Flexible Cork Innersole That’s Built Into the Shoe” 








Shoe tags and 
stickers tell the 
customer what to 
ask for the next 
time he buys. 





Display cards 
create a desire for 
the comfort and 
dryness of Korx- 


- oled shoes. 





® 8 ®@ 
“ROYALTY” 


THE ONLY ITEM 
IN THE COST OF 


FTER EXHAUSTIVE RE- SHOES THAT 








SEARCH WORK THE FOL- SHOWS NO IN- 
CREASE. 








LOWING PERCENTAGES 
OF ADVANCE IN COST OF TO MAINTAIN ROYAL- 


SHOEMAKING IN TWELVE TIES ON THEIR PRES- 
ENT BASIS IN FACE 
YEARS HAVE BEEN OB- OF INCREASES IN ALL 


TAINED AND MAY BE AC- SHOE MATERIALS 
AND THE FURTHER 


CEPTED AS CORRECT. annie  aauee 
CHARTED IN SHOE 
MACHINERY PRODUC- 
TION. 





Royalties No Increase 

Labor 18% 

Mfg. Expense 33% ‘ 

Welt 33% PHIS IS 
REAL 


Inner Sole 50% 
Counter 53% ACHIEVEMENT 


Findings 66% 
Trimmings 66% 
Heel 78% 
Lining 80% 
Top Lift 100% 
Upper Stock 100% 
Sole Leather 111% 


{—_—— 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASS. 











July 27, 1918 BOOT AND SHOE RECORDER 


JULVUUUUOECUUUAUUUUUUUOUANNNANEUAEEULLLEE 





Me 


' 


ACE CALF 


HIS is the most beautiful calf leather I have ever seen,” said a 
well-known shoe buyer who visited our display at the 
Boston Shoe Style Show. 


He was but one of the many shoe men who enthused over the deep, 
brilliant lustre and silky “feel” of ACE CALF. 


Have you sampled this newest and most desirable colored calf 
leather for men’s and women’s fine shoes? 


Color 909 is the most popular shade for the coming season 


J. S. Barnet & Sons, Inc. 


Tanneries at LYNN, MASS., U. S. A. 
Salesrooms, 75 South St., Boston, Mass., U. S. A. 
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Help Your Windows Do 
Their Duty With The 


Keds 


1918 Window Trim 


ET your share of the big call for 
Keds that is now on all over the 
country. 


Make your windows show that your store is the 
local headquarters for Keds. 


Here shown are some small reproductions of the 
big four-color posters we are prepared to furnish 
Keds dealers for brightening their window 
displays. 


Get yours—and our other sales help units if you 
haven’t yet asked for them or want more. 


And if you aren’t sure you’ve ordered enough 
Keds—get another reserve order in early. 


Large and well assorted stocks carried by the 
principal Wholesalers and Rubber Stores every- 
where. ; 


These window : % 
cards by a fa- 
mous artist are United States 
each 14x22 in 
size and spread 


to 56x22 inches R bb . 

when the set of 

four are used. u er ‘ ompany 
They’re litho- 

graphed in full 

colors so artisti- 

cally that they N Y k 

inevitably at- ew or 

—_ the passer- : 

y- 





TTS 








July 27, 1918 


MTN TN 





4 


BOOTS AND SHOES 
SHOW LITTLE CALL 


Though Some Demand 
Expected Next Month 


There is little change in the rubber foot- 
wear trade, for those who bought early 
are out of the market, and those who did 
not will probably wait until Fall before 
they give the subject much attention. 
To be sure, they may not be able to get 
any rubbers at all then, but if such is the 
case, they should blame no one but them- 
selves, for they had early and repeated 
warnings that the policy this year was to 
order all needed goods that jobbers or 
manufacturers would accept. The mills 
are busy, running right along to as large 
ticket as their forces can turn out. The 
weather has been far more favorable for 
rubber working than is usually the case in 
July, and were it not for the difficulty 
in getting help, and, here and there, 
labor difficulties, the situation might be 
pronounced better than it has promised 
since the first of the year. 


TENNIS LINES 
SELLING FREELY 


With Demand Strong for 
All Styles and Grades 


The tennis trade is at its height, and 
merchants are having heavy calls for these 
lines. As a rule, dealers are well stocked 
up, but already some size-up orders are 
coming in. This trade seems to cover all 
qualities, from the low-priced “sneaker” 
to the handsome new creations in welt 
shoes now being specialized by several 
manufacturers. 


CRUDE RUBBER 
IN LIGHT CALL 


Trade Waiting War 
Trade Board Decision 


The crude rubber market is lifeless. 
All interested are waiting to see what the 
War Industries Board will do, as regards 
the next three months’ restrictions of im- 
ports. The action for the period ending 
next week, has been rather disastrous for 
the importers and brokers, and efforts 
are being made to induce the Board to 


Weekly 





The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 


2 
UAAAAAAATNTHUAAAATOTOQOOAANANUANLLONGONOOIOVOOOSAASOCUOCOQO@GEOCANOUOCAUTAOQOOELGUICATANGULANANANSSCAACAQOGCCAGCATOOOUCCSUUCOGCUOCOGOLCAUCUOQCUUOCEOAOUUOAATAICQUUUCHIAGELOIATAUAAHOAAMDN 


grant more liberal importations during 
the coming three months. The result of 
the restrictions on imports has led to a 
great amount of consternation in the 
primary markets, and- prices there are 
weak. Not so here, however, for those 
who have any free rubber, and they are 
very, very few, are demanding the maxi- 
mum prices. Many in the trade are of the 
opinion that these prices will be reduced 
when the decision of the War Board is 
promulgated, which may be any day now, 
perhaps before this page gets to the 
readers. At present the prices given here 
while practically nominal, are little more 
than a repetition of last week. 

Upriver fine, 68c; islands fine, 59c; 
upriver coarse, 40c; islands coarse, 27c; 
caucho ball, 40c for upper, 36c for lower; 
cameta, 28c; first latex pale crepe, 63c; 
smoked sheets, 62c; brown crepe, 60c; 
centrals and Mexicans, 39c; guayule, wet 
38c; washed and dried, 45c. 


SCRAP RUBBER 
VERY DULL 


Though Prices 
Hold Up Well 


The reclaimers are having so little 
demand for their product that they are 
buying but little scraprubber. So marked 


has been this trouble that it was one of the’ 


leading subjects of discussion at the 
recent meeting of the Reclaimers Division 
of the Rubber Association of America, 
held at the Point Shirley Club, Boston, 
where they were the guests of the Boston 
members of that division. With no heavy 
demand for reclaimed, scrap rubber is 
dull, and dealers are refusing to buy, or 
even to make offers. Under such cir- 
cumstances we repeat the last quoted 
prices offered collectors for large lots 
delivered. 

Scrap boots and shoes: Boston, 8 to 
8.20; New York, 8 to 8.10; Philadelphia, 
8; Chicago, 7.50 to 7.75. Trimmed arc- 
tics: Boston, 6.30 to 6.60; New York, 
6.25 to 6.50; Philadelphia, 6.15 to 6.40; 
Chicago, 6.25 to 6.40. Untrimmed arc- 
tics: Boston, 5.30 to 5.60; New York, 
5.25 to 5.50; Philadelphia, 5.15 to 5.40; 
Chicago 5.20 to 5.40. 
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NEWS AND NOTES 
OF MEN AND THINGS 


In the 
Rubber Trade 


Edward S. Babcox, advertising man- 
ager Firestone Tire & Rubber Co., has 
been elected president of the Audit Bu- 
reau of Circulations, a most fitting choice, 
and one which will receive the approval of 
advertisers and publishers alike through- 
out the country. 

George Schlosser, vice-president of the 
National India Rubber Co., F. F. Schaf- 
fer, president of the Goodyear India Rub- 
ber Glove Co., and A. T. Hopkins of the 
Footwear Division of the United States 
Rubber Co., were visitors to the Montreal 
factories of the Canadian Consolidated 
Rubber Co. last month. 

The many friends of E. F. Bickford, for 
many years superintendent of the Boston 
Rubber Shoe Co. factories, will sympa- 
thize with him in the loss of his wife, who 
died last Saturday at their home in Mal- 
den. Mr. and Mrs. Bickford celebrated 
their golden wedding anniversary a month 
ago. 


A, P. Smith with P. Orlick 
& Son 


A. P. Smith is now connected with P- 
Orlick & Son, 190-192 Lincoln Street, 
Boston, specialists in women’s welts and 
McKays. Mr. Smith was formerly with 
M. Finkovitch, Inc., and for the period. of 
two years past has been acting as resident 
shoe buyer for department stores through- 
out the country. In speaking of his new 
connection Mr. Smith expressed himself 
as much pleased with the outlook, and 
assures his friends that he has much to 
interest them in his new home. 


New Shoe Stores 


J. E. Paris, Jackson, Minn. 

Arthur Dickenson, Darlington, Wis., 
shoe department. 

John L. Warn (Women’s Shoe Store), 
1516 Old National Bank Building, Spo- 
kane, Washington. 




















N important fact to keep in mind in con- 
nection with Nedlin Soles is the dependa- 


bility of Nedlin Sole quality. 


The unvarying high quality of Nedlin Soles is assured by 
a scientific process of making which insures a constant unl- 


formity. 


Many manufacturers and_ merchants testify to their ap- 
preciation of Nedlin Sole dependability when placing 


repeat orders. 


The Goodyear Tire & Rubber Company, Akron, Ohio 


Nedlin Soles 


Trade Mark Reg. U. S. Pat. Off. 
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CLEANERS 


DRESSINGS 
FOR 


PRESENT-DAY (=== 


(OST EXCELLENT FOF | NUBUCK BUCKSKIN, SUEDE.C ANVAS, LINEN, 
TAN VICI KID : } YACHTING,T ENNIS AND NAPPV t EAIHER SHOES. 
fecsirveny Bi SHOES eapnenrseremeneen 
HARDEN THE LEATHER OR CANVAS. 

“sam valboiesdis «. a TH OF COURSE GRIFFIN WHITE KIDINE 
4 GRIFFIN 'FG.CO,° 


t WHITE OULL KID 
Telad 2. 1p remit) Vena) 23 
69 MURRAY ST. 


GRIFFIN MFG.CO. ; THEY ARE W.Y.CITY U.S.A. 


NEW YORK USA 
: BUCK WHITE 
CLEANER 



































LOTION CREAM in 


light tan and dark brown, 
black and white. Softens, A thorough white 
buckskin and can- 


polishes and cleans high 

grade tan and brown and vas cleaner, not a 

black leather boots and whitewash. Will 

shoes. It is useful for renovate equal to 

puttees, too. 8 oz. (25- new. l5c size $1.20 

cent size) $20.00 gross, dozen, $13.80 
If gross 25e size 


$1.75 per dozen. Ha 

pint 30 cents each, $3.00 $1.80 ‘dozen, $20.50 
per dozen. Pint 50 cents, SEASONABLE, SALABLE AND PROFITABLE— gross. 25¢’size in 
Se $1.60 and galien AND—THEY ARE SURE TO PLEASE YOUR ; 

— CUSTOMERS. 





GIEER YS oo OTe 


GLACE KID 
CREAM in black, WHITE KIDINE, a 
light and dark thorough white cleaner 


as Mond > for white kid and calf 
and white. Cleans, shoes, white gloves and 
colors and polishes belts. Leaves leather soft 
= giesed and pliable, and is not 
: port a the inflammable. Supplied in 
CLEANS, SOFTENS AND py leather what cold two sizes. Small (15-cent 

cy cream is to the size) $13.80 per gross, 











= ant” eshte $1.20 per dozen; large 
(25-cent size) $21.00 per 


gross, $1.80 per dozen. 


Stace KID — 
| USE GAS SHOE 
SOFTENS THE LEATHER Om WHITE teh 
AFTER THE RAIN’ 3 - | hi 
GRIFFIN MFG.,CO “Gh FEIN Mig 


69 MURRAY 3.,CO 
NEW YORK, isa = Work: SA 
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Shoe Polishes 


QUALITY VARIETY 





Attention is directed to our Plush Polisher. Comes attractively packed 
in carton as illustrated. Big seller. Produces a polish more quickly than 
any other polishing brush. Stands wear and hard usage. ill not mat 
down or become scratchy as with the old wool brush. 


There are White Cleaners in abundance on the market but 
Whittemore’s are the ones you see used. Be governed in 
YOUR purchases accordingly. 





F 
3 
é 
gs 
j 
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Whittemore Bros. Corp., Cambridge, Mass. ——— 


Ask your jobber salesman or write for complete catglogue 

















Th 


has a meaning. 


The inner circle represents the unity of 
credit action of the concerns who con- 
sult our Credit Department. — 


The outer circle represents our Credit 
Department that surrounds its mem- 
bers with the protection of the current 
credit information constantly coming 
to this center. 


Executive Offices: 440 Fourth Ave., New York, N. Y. 


The Credit Clearing House 








OMFY SLIPPERS are Trade 
Getters and Friend Makers. 


They lead to other sales because they 
produce satisfied customers. 


Styles for MEN, 
WOMEN and 
CHILDREN, in 
Fancy PICTURE 
CARTONS. 


More people than 
ever before are in- 
sisting on seeing 
thee COMFY 
LABEL. 


DANIEL GREEN FELT SHOE CO. 


Stock Division, 25 Madison Avenue, New York City 























Trade Marks in Foreign 
Countries 


Do you Realize the Importance of Protecting your Forvign 
Trade in Cuba, Mexico, | a American Countries and also 


“ Credits” in Europe, Asia and Africa 
Builder of Better ~ — Foreign re yoy: a png een ee 
: in a le name or mark to the first app nt, ive of 
Offices in all important cities : prior use by another. This allows the piracy of valuable trade- 
marks in such countries. 


The Boot and Shoe Recorder maintains a Patent and Trade- 
mark Department fully equipped to promptly handle your ap- 
clications for Registration of Trade-marks in all Foreign Coun- 
tries, as well as in the United States. Address ali Inquiries to 
Boot and Shoe Recorder Patent and Trade-mark Department, 207 
South St., Boston, - 
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OMEONE has said that Fashion 
is ridiculous at two stages of its 
existence—at its birth and at its 


death. 


The profitable line of shoes is the one 
which takes this fact into considera- 
tion. It is not designed merely to 
offer “‘something different,” nor yet 
waits until a design has been so 
thoroughly established that it no 
longer has novelty. 


The LINDNER line includes the 

styles that are well on their way 

toward legitimate popularity. It 

places them on your shelves 

long before the crest of such 

popularity is reached. It is 

«a most profitable line to 
know. Do you know it? 
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LINDNER_SHOE COMPANY 


CARLISLE, PA. 
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New York City 


Summer Lines Selling 
Fall Goods Coming In 


General conditions in the retail shoe 
field are normal. The day-to-day demand 
is for all classes of Summer footwear, 
pagticularly for white low cuts in women’s 
and men’s lines, and for tennis. Fall 
goods are being taken in by the retail 
stores thus early because shipments are 
made where possible by manufacturers 
when goods are available, because trans- 
portation as well as manufacturing delays 
might prevent the arrival of the goods in 
time for selling if the usual shipping dates 
were observed. Of course this does not 
mean that all stores are getting in all of 
their Fall merchandise, but it does mean 
that there is a considerable volume of 
Fall goods now coming in to the trade. 


RETAIL SHOE 

DEALERS MEET 

Will Restrict Deliveries 
Resent Profiteering Charges 


The regular monthly meeting of the 
Retail Shoe Dealers’ Association of New 
York, was held on Tuesday, July 16, iri 
the auditorium of the Bush Terminal 
Building. The principal feature was a 
consideration of the three rules of mer- 
chandising that are advocated by the 
Mayor’s Committee of National Defense 
in connection with the War Board. Mr. 
Craft of the Mayor’s Committee addressed 
the meeting, first giving the three rules 
recommended. First, the reduction of 
deliveries to one a day over each delivery 
route. Second, the elimination as far as 
possible of delivery of special orders. 
Third, the restriction of the returning 
privilege to three days after the receipt 
of the merchandise by the consumer. 
After explaining the various aspects of 
these rules he told how they have worked 
out in the merchandising field generally, 
and of their almost universal adoption by 
practically all of the retail trade members 
in New York. At the conclusion of his 
speaking, Alfred Kohn moved that the 


association adopt these business rules, 
and observe them as closely as circum- 
stances will permit. 

Following the passage of the resolution, 
there was a discussion as to the best 
methods to inform the. publi¢ of the new 
rules, so as not to develop any feeling of 
prejudice by the customers. The general 
thought was that the most successful 
plan would be the use of such advertising 
media as might be adopted by each mem- 
ber for this purpose. It was suggested 
also that display cards in prominent places 
in the stores would be effective. It was 
also felt the committee or the Govern- 
ment might be able to supply slides to 
the moving picture houses and request 
that they be displayed, thus familiarizing 
the public with the requirements. 

Secretary Kohn’s report stated that the 
new membership was 91 outside of the 
East Side Association, and that the total 
membership was now 142. 

President Slater called attention to the 
article which appeared in the New York 
World of July 2, on “Profiteering in 
Shoes.” He stated he wrote to the 
World pointing out the errors of the 
article in question, and stated that he had 
enclosed in his letter a copy of the Har- 
vard research report and other matter 
which showed there was no profiteering 
as far as the retail trade was concerned. 
An advertisement that also appeared in 
one of the New York papers was brought 
up for consideration, since it was the 
opinion of some members that it reflected 
upon the business methods of some mem- 
bers of the association, and Mr. Slater 
was given authority to investigate the 
matter in question, and to point out to 


the advertiser the error of this statement. . 


The general matter of publicity was 
brought up particularly in view of the 
widespread belief that there is a great 
deal of profiteering in the shoe trade, and 
in view of the style regulations of the 
Government. Regarding this latter, it was 
felt that these style regulations should 
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not be exploited as far as the public was 
concerned at this time. All of which 
discussion resulted in a motion by Arthur 
Joseph of the appointment of a publicity 
committee of five members, which was 
carried. President Slater announced that 
the committee personnel be decided upon 
later. Following this the meeting ad- 
journed. 


New 
Catalogue 


The new men’s shoe catalogue of the 
Diamond Shoe Co. is now being sent to 
the trade. It is perhaps one of the most 
attractive catalogues thus far issued by 
the house, and although, in conformity 
with the general conservation require- 
ments of business a considerable number 
of styles have been eliminated from the 
lines that will be carried in stock, the 
catalogue shows a larger number of 
styles have been illustrated, so that 
customers will have even a greater assort- 
ment from which to choose. The book, 
with its embossed cover, and pages 
printed in three colors, is a most attractive 
one. 


A Scion of Oldaker 
Will Soon Go Overseas 


Alfred E. Oldaker, 3d, son of the New 
York representative of the F. M. Hoyt 
Shoe Co., is now at Pelham Bay and soon 
expects to go over. Young Oldaker has 
all of the aggressiveness of his father and 
was a football star of the Erasmus Hall 
High School team, and in the baseball 
team of the same school was fortunate in 
driving in the winning run that gave them 
the championship. He is enthusiastic 
and will unquestionably give a good 
account of himself in the service. 


Colors Settled for Outside 
How About Linings? 

While the regulations of the War Serv- 
ice Board regarding colors seem to be 
very clear so far as the outside of the shoe 
is concerned, and practically all points 
that were doubtful have been made plain 
by rulings and general publicity, the 
question of the inside of the shoe has not 
been taken up. In the minds of those 
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people interested in supplies for the manu- 
facturer, this is a matter of considerable 
importance upon which some rulings by 
the War Board are hoped for at a very 
early date. This applies particularly as 
to whether there will be color limitations 
on such items as top linings, lining socks. 
Will these be confined to two shades of 
brown and will all other colors be elimi- 
nated, or will the trade be permitted to 
use such linings, and color of linings, and 
interior ornamentation as they wish? 
The matter is understood to have been 
placed before the shoe division of the 
War Service Board, but up to the time of 
this writing, no ruling has been made. 


New York Dealers Will 
Go to School 

Beginning Monday morning, August 5, 
the American School of Practipedics will 
move on to New York and conduct four 
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one-week courses at their local class rooms, 
339 Broadway. 

There will be both day and evening 
sessions, so as to give everybody an 
opportunity of-attending. The draft and 
‘Work or Fight” proclamation has de- 
pleted the selling forces in many stores 
to an alarming degree, making it necessary 
to take on new and “green” help. This 
course of instruction offers such dealers 
a wonderful opportunity in either having 
their new or old help thoroughly trained 
in the science of giving a superior Foot 
Comfort Service. 

The question of shoe fitting is given 
very careful attention, which makes the 
course extremely valuable to the beginner 
who knows nothing about this subject. 
Dealers can save themselves much hard 
work and the loss of considerable money 
and good customers by having their help 
trained in this manner. 


Philadelphia 


MID-SUMMER QUIET 
IN RETAIL STORES 


And Clearances Sales 
Beginning to Be Held 


The retail stores are more or less quiet. 
There is the regular day-to-day demand for 
general and staple goods, and along with 
it a still active call for Summer specialties. 

Preparations are being made for the 
customary August clearances. Already 
in some of the store windows, show cards 
are displayed announcing special prices 
on certain goods. The retailers, how- 
ever, are in no wise anxious to dispose of 
merchandise that would be available for 
next season’s use, as there is a general 
opinion that prices will be considerably 
higher than at present. Business for the 
Fall season is receiving a good deal of 
attention on the shipments of Fall goods 
beginning to arrive. 


SUMMER SPECIALTIES 
STILL CALLED FOR 


And Orders Still Come in 
for Browns and Grays 


There is a considerable scarcity of mer- 
chandise in the better grades of white low 
cuts in women’s lines. Many orders coming 
in are impossible to handle. There is 
also a fairly good call for the regular Sum- 
mer lines, such as kid oxfords in brown, 
gray and black. The trade particularly 
wants gray as well as brown as long as they 
can get it, which means of course until 
those lines that are in process of manu- 
facture now or that will be put into the 
works before the Ist of October next 
have been consumed. 


The Public Idea 
About Sole Stock 


The matter of the weight of sole leather 
in men’s Fall shoes is likely to constitute 
a considerable problem. The Govern- 
ment has taken for military use all sole 
leather of 814% iron and over, except 
tropical stock. This of course means in 
future Cuban and Mexican sole, which 
stock is of course not as good as even an 
8 iron of our own tannage. The answer 
to it will be either light soles or double 
soles, or sole and slip to give the actual 
weight, and it is questionable if this will 
prove satisfactory to the general public. 
The alternative of course is the use of 
fibre soles, which may be supplied in any 


, iron, and in view of its unquestioned merit 


would seem to be the logical answer. It 
is not to be denied, however, that the 
bulk of the people insist upon leather 
soles, and it will not be until the un- 
satisfactory character of the light stock is 
clearly brought home to the wearers, that 
the general trend will be toward the fibre 
products. More and more fibre soles are 
being used right along as the prejudices 
of the people are overcome, but the path 
of least resistance in the shoe store is the 
one generally followed by the sales clerk, 
and this means that the customer who 
wants a leather sole shoe will continue to 
get it. 


In the Cloth Field 
Call Better Than Supply 


The call is very strong for both brown 
and gray cloths, although regarding the 
latter this will soon be over, since no 
gray shoes can be manufactured after the 
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Ist of October. There is not a very strong 
call at the present time for black cloth, 
although advance business in this has 
been quite heavy. The trade is buying 
quite heavily on White Sea Island duck. 
Outside of this particular feature there 
is no very active demand for white cloth 
now, since the bulk of the white goods for 
the present season has been sold and 
delivered. There is considerable talk of 
business in white for the Spring of next 
year, but it is too early to expect any 
amount of orders in this direction. 


A Patriotic House Has 
Eight Stars in the Flag 

Charles W. Laing, who has been in 
charge of the Middle-Western field for 
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the findings and supply house of Laing, 
Harrar & Chamberlin, was taken into the 
Naval Reserve Force on Friday of last 
week. This means that there are now 
eight stars in the service flag of the 
house. 

They have come from practically all 
departments of the business, and it is 
very difficult for the firm to adjust its 
work to cover the shortage of man power 
this has produced. It is impossible to fill 
the vacancies in the organization, and as 
a result they can only do the best possible 
in the way of giving service to their cus- 
tomers, and ask for the patriotic indulgence 
of the trade for such disorganization of 
their service as may be caused by the 
absence of these men. 


Lynn 


LYNN WAR-TIME SHOES 
STILL FULL OF PEP 


Workmanship and Style 
Overcome Handicap of Restrictions 


It is style all the while with Lynn shoes, 
and obedience to the recommendations 
of the Conservation Board, too, The 
genius for designing footwear fashions is 
not held tight in the leash. The new 
regulations are to conserve material, and 
that can be done skilfully, and stylishly, 
too. While colors of leather are restricted, 
yet there is absolutely no ban on selection 
of finer finishes of leather. 
lasts are forbidden, yet new patterns may 
be made; indeed, it is most desirable that 
they should be made, if they will help to 
save leather. Trimmings, too, may be 
used to give a proper dash of style, pro- 
vided they are economical of material. 
And there is no limit to the development 
of workmanship, which is the real founda- 
tion of style, service and economy in 
footwear. 

Altogether, the new regulations are 
serving to develop skill in shoemaking in 
a straight and narrow path, and to 
restrain it from running all over the lot. 


Some Special Styles in 
Lynn Shoes for Fall 


Among shoes being made in Lynn shops 
for Fall are these: 

A boot, with vamp of mahogany brown 
calf, top of brown buck, eight inches, a 
three-quarter foxed polish pattern with a 
14-8 military heel and ivory welting. 

A boot, with vamp of Havana brown 
calf, a tip of gray suede, a leather Louis 
heel, and an imitation tip. 

A boot, with vamp and top of brown 
calf leather, a double welted sole, a 14-8 
military heel, a stout specimen, altogether 
a real war service boot. 


While new 


An oxford, patent leather over all, high 
Louis heel with an aluminum plate, and 
an imitation wing tip. 

A pump, slim and sleek, of fine black 
kid leather, a plain pointed toe, and a 
high Louis heel. 


ARE TRUNKS OBSOLETE ? 
BACK TO GRIPS AGAIN? 


Salesmen May Pack Samples 
as in Stage Coach Days 


A story that some Lynn manufacturers 
are thinking of cutting out sample trunks, 
and of sending out their salesmen with 
samples packed in grips, caught the eye 
of a veteran, and he began to reminisce. 

“To carry samples in a grip is nothing 
new” said he. “When I began to sell 
shoes on the road, I carried one grip, 
packing it with samples of shoes, and with 
a clean collar and a razor tucked up in the 
corner. 

“A sample trunk, as big as an elephant, 
as the travelling men carry today, was 
beyond our dreams. We had to travel 
light, for we often rode on stage coaches, 
and some of them weren’t much bigger 
than the sample trunks of today. Soa 
grip was all we could carry. 

“By the way, they used to call salesmen 
‘knights of the grip’ in my day. But it 
is no longer so. I suppose it is because 
the salesmen have given up grips and have 
taken to trunks. Maybe the old name, 
as well as the old grips, will now be 
revived.” 


FAR SURPASS 
THE PSALMIST ALLOTMENT 


Shoe Men Labor Together 33 Years 
One of Them Works On at 86 


A fine example of the way in which 
men may work together in the shoe trade 
was observed by a “Recorder’’ representa- 
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tive at the Clapp & Tapley factory in 
Tapleyville, Danvers, the other day. 

This firm was founded in 1883, by 
Granville W. Clapp and Walter Tapley, 
and they both continue with it, though 
they are giving up responsibilities to 
younger men. Mr. Tapley recently re- 
tired as treasurer. He is, by the way, of 
the Tapley family, who have been manu- 
facturers in Danvers for more than a 
century. The village of Tapleyville is 
named for them. The Tapley, or Lye 
shop, now in the garden of the Essex 
Institute, where it is kept as a memorial 
to cordwainers of early days of American 
shoemaking, also came from the Tapley 
family. 

In the Clapp & Tapley factory of today 
are a number of workers who have been 
with the firm since it started in business, 
or more than a generation. Among them, 
are Mr. Swan, the salesman, Fred U. 
French, who has charge of the stitching 
room, and, the dean of them all, George 
H. Perkins, who 86 years old, is still 
sorting soles with the same skill as he 
did when he started with the firm 33 
years ago. 

There is certainly some of the real 
substance of life in a shoe shop where 
men labor together, in friendly spirit, 
the best years of their lives, and some of 
them pleasantly pass the alloted three 
score and ten years, one of them even by 
nearly another score. 


WHITE SHOES 
FOR NEXT YEAR 


Record Bookings 
by a Specialist in Them 


“Our bookings of orders for white foot- 
wear for 1919 are the largest we ever 
have known” reports George Anderson, 
sales manager for Donn D. Sargent Shoe 
Co., specialists in white footwear. 

“Orders are spread over buck, kid and 
fabric shoes, in high cut and low cut 
styles, some with high heels and others 
with low heels. 

“The big demand for white footwear,” 
concluded Mr. Anderson, “is due, I 
presume, to the fact that white is the only 
bright color footwear authorized by the 
Conservation Board for next year.” 


WILL CURTAIL 
TRAVELING EXPENSES 


And Vacationize in a 
Different Camp Every Night 


A real conservationist on traveling 
expenses is Fred Timson, of Timson 
Bros., who make shoes in Lynn and sell 
them in Boston, for he fitted up his auto, 
not just for saving time and money in 
traveling about New England, but also 
for saving on hotel bills. On one rack of 
his auto, he carries a special trunk for his 
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samples of shoes. On another rack, he 
carries a sportsman’s camp outfit, with 
tent, camp kitchen and other kit. So, 
as he journeys among his customers in 
New Hampshire and Vermont, he will 
travel right along in his machine from 
dawn till dark, stopping to see customers 
on the way. When night falls, he will 
pitch his tent, and rest by the roadside. 
And the hotel keepers, with their big 
bills, can “go hang.” Mr. Timson will 
get a double benefit from the plan, be- 
cause he is fond of the out-of-door life, 
and camping in the woods, with his head 
resting on his sample trunk, and totaling 
up his orders taken during the day, will 
be just joy to him. 


Frederick Allen 
a Bank Director 


Frederick Allen, of Allen, Foster & 
Bridgeo, Lynn shoe manufacturers, has 
become a director of the State National 
Bank, Lynn’s newest bank. 


Patriotic Marbleheaders 
Displayed Little Old Glories 


When news came to Marblehead of 
the big Allied victory in France, each 
shoemaker in the Humphrey, the Paine, 
the Rice & Hutchins and other shops 
put out a flag from his window, and the 
factories were certainly an inspiring sight. 


Sell What They Can 
and Can What They Can’t 


Employees of the A. C. Lawrence 
Leather Co. in Peabody have begun to 
can the vegetables they are raising in 
their war gardens. The garden com- 
mittee is providing glass jars at cost, and 
is giving advice gratis. 


A Non Vibrating Room 
for Glazing Jacks 


Creese & Cook Co., Danversport, are 
building a two story addition, of brick, 
to their main factory. It is set on solid 
cement, and the cement will serve as a 
foundation for the glazing jacks. These 
machines, which put the glazed surface 
on leather, are apt to start a factory 
vibrating like a ship at sea when the 
engines are going at full speed. So they 
are put on a solid base, on the first floor, 
where they can vibrate all they please. 


New Shoe Stores 


Fenner & Ballentine, Port Huron, 
Mich., will open about August 18. 

Model Shoe Store, Eldorado, Iil. 
(Bertis Stiff and M. Hart of Harrisburg.) 

Royal Boot Shop, Second Avenue and 
University Street, Seattle, Washington. 
(Paul Tieburg, Manager.) 
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St Louis 


END OF THE SEASON 
EVIDENCED BY THE TRADE 


Size-Ups Form Bulk 
of Current Orders 


While the factories continue to operate 
at the capacity available with the present 
labor supply and appear likely to do so for 
some time to come, there is a marked de- 
crease in the orders coming in from shoe 
dealers on the current shipment goods, evi- 
dencing the approach of the end of the 
present active season. Some sizing-up 
orders are, of course, coming in, but this 
is about all. Inasmuch as most of the 
salesmen are in from the road, either at 
headquarters or on vacations, these orders 
are direct. There is some supplementing 
of orders for the Fall trade also, indicating 
that dealers are disinclined to wait longer 
before assuring themselves so far as pos- 
sible of supplies for the Fall and Winter 
business. 


No Shut Down 
at the Factories 


There will be no midsummer  shut- 
down in St. Louis factories during this 
season, as it is regarded as already ex- 
tremely difficult to make deliveries of 
orders under the present factory capacity. 
The plant executives will be well satisfied 
if they can keep the factories up to the 
present mark, though they are somewhat 


doubtful of this with the present demands ~ 


of the draft, the readjustments of labor 
supplies to meet government needs, and 
the tendency of workers to get into the 
highly paid munitions operations. 


Fall Goods Shipments 
Steady and Heavy 

Shipments out on Fall orders are be- 
ginning to show heavy volume and it is 
hoped by, the wholesalers and manufac- 
turers to maintain the schedules promised 
when the orders were received. Specialty 
plants making styles to order are also doing 
their utmost to get their shipments well 
under way and everything that comes 
through from the factories is pushed out 
as quickly as possible to prevent any 
congestion. 


Clearance Sales 
the Main Retail Business 

Clearing sales among the local dealers 
are quite general now, but the goods being 
offered show indications of careful selec- 
tion as to perishability and that the retail- 
ers do not propose to move out any 
merchandise which will keep. However, 
no white goods are being cut as yet, the 
belief being that there is still a good period 
of full price selling available. 


Jackson Johnson 
Taking a Brief Vacation 


Jackson Johnson, chairman of the Board 
of the International Shoe Co., and presi- 
dent of the St. Louis Chamber of Com- 
merce, as well as regional director for the 
United. States Government for the indus- 


trial survey, is taking a brief rest at - 


Harbor Point, Mich., whither he accom- 
panied his family recently when they went 
thither for the Summer period. Mr. 
Johnson is expected to return early in 
August. 


Style Shoe Co. 
Opens Chicago Branch 
The Style Shoe Co., recently organized, 


in operation in St. Louis, has established a ° 


Chicago office in the Security Bldg., in 
that city, with R. L. Frank in charge. Mr. 


Frank was formerly with R. P. Smith & © 


Co., and is well known to the shoe trade of 
Chicago and vicinity. 


New Doerr Store 
Rapidly Approaching Completion 
The new home of the F. L. Doerr Shoe 
Co., which is under construction on the 
north side of Washington Avenue, be- 
tween Thirteenth and Fourteenth Streets, 
is rapidly approaching completion and 
the company hopes to be able to occupy 
the first floor and basement by the middle 
of August, although this is not yet assured 
by the builders. 


Samuels Store 
Loses $3,000 by Theft 


The Samuels Shoe Company has again 
been a sufferer from robbers, about $3,000 
of merchandise being taken by thieves 
who bored their way into the place with- 
out disturbing the protecting burglar 
alarm system. No trace has been found 
of the crooks, who took goods away in 
such quantities that they must have been 
equipped with an auto truck. The rob- 
beries of the wholesale district died down 
for a time, but this recrudescence seems 
to indicate that the thieves have come 
out from cover again, not having been 
caught on their previous rounds. 


A Good Dividend 
and Good Prospects 

The Brown Shoe Company mailed 
checks for its dividend of $1.75 per share 
declared to stockholders of record July 
20, on the preferred stock list. The 
first half year of the company for 1918 
has been very prosperous. The present 
indications are that the current fiscal 
year will be the largest in the history of 
the company. 
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95 South Street, Boston 











Specialists in 


COLORED 
LEATHERS 


Sides, Veals, Calf 
S. L. jAgees Tanning Co. 


Boston, Mass. 
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/ invented the Label Shoe 
and on Printed mt oh yh ob ery 
by the Shoe Trade ever since ———> 








ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade. 
201 South Street, Boston, Mass. 
Telephone Beach 4960—4961. 








CATALOGUES 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 








“A Splendidly Equipped Plant” 


The HARVARD 
ENGRAVING CO. 


MAKERS OF HIGHEST GRADE 
Shoe Cuts for Advertising and Catalog Purposes 


at 173 Summer St., Boston 








257 WASHINGTON ST., BOSTON 





ILLUSTRATORS 
C. GRIECO 


COMMERCIAL ART CO. 
179 W. Washington Street, 
CHICAGO 


SHOE 








ARE YOU GETTING OUT A 
CATALOG? 


LET US MAKE THE SHOE 


ENGRAVINGS 
WE ARE EXPERTS! 
JOURNAL ENGRAVING CO. 








i Plates 


purpose’ 
rtiser si 





Fourth Fashion Pageant 
Will Surpass All Previous Ones 


For the fourth season the Fashion 
Pageant of St. Louis will be presented in 






























JAMES KENT EATON 
EXPERT SHOE CATALOG 


PRINTER 


Seventy-four India Street, Boston, Mass. 
Telephone, Fort Hill 1006 











——_—_———— GN a 


C Ut cpot 


i| very interesting affair. 












July 27, 1918 


six performances, August 6-7-13-14-20-21, 
in St. Louis’ great Open Air Municipal 


‘Theatre, the most splendid out-door audi- 


torium of its character in the country, if 
not in the world. 

The footwear shown will be manufac- 
tured along the lines of the most recent 
developments in footwear styles in con- 


| junction with the recommendations and 
i| regulations of the War Industries Board 
j| and will show how artistic effort is bring- 


ing attractive shoes into the market de- 
spite the limitations which have been 
placed upon the designer’s efforts by the 
governmental restrictions. 


Their First Annual 


|| The Whole Force at the Picnic 


The employees of the Kaut-Reith Shoe 


a i} Co., at Carthage, Mo., operated by the 


Juvenile Shoe Corporation of St. Louis, 


|| enjoyed their first annual picnic at a park 


near Carthage, July 20, and it proved a 
All the officers 
as well as many invited guests were in 
attendance, while the employees of the 


plant and their families were also there in 
force, the plant being entirely closed for 
ithe day. 
“j| novel events were provided, with prizes 
"\for the winners. Some were serious con- 
2]tests and others humorous. 


Various athletic games and 


Music was 
provided for dancing as well as concert 


Hn Prost Pk enjoyment. The event is to be repeated 


each year. 


Haverhill 


ELECTED ASSISTANT 
TREASURER 


Member of Local Concern 
Has New Office 


Frederick S. Marshall, son of President- 
Treasurer Sherman H. Marshall of Emery 
& Marshall Company, shoe manufacturers 
of this city, was last week elected by the 
directors as assistant treasurer of the con- 
cern. The new office which he occupies 
will bring additional responsibilities to a 
young man who has proved himself worthy 
of the confidence of his business associates. 
By the way, he is this week in camp at 
South Framingham, Mass., as 2d Lieuten- 
ant of Haverhill Machine Gun Company, 
12th Regiment Infantry, Massachusetts 
State Guard. 


Concluded Successful 
Year’s Business 


Emery & Marshall Company recently 
concluded the largest and most successful 
business year in the history of the house. 
Preparations are now being made for the 
Spring season. All present traveling 
representatives of the “E & M line of 
quality” will continue in their respective 


territories. O. N. Dana, in charge of 
large city trade, with headquarters in 


»New York City, will be in Haverhill during 


the next few weeks looking after the pro- 
duction of Spring samples. Charles L. 
Marks, who covers the South and has a 
fine trade in that territory, will also be at 
the factory here. J. B: Laughlin, who 
has traveled in the West the past season 
for the “E & M” line and has made a fine 
record, will now represent this concern 
exclusively in that territory. Emery & 
Marshall Company are making plans to 
further enlarge their traveling force during 
the coming season. 


FULFILS STYLE 
REQUIREMENTS 


Spring Samples Represent 
Government Requests 

Merchants throughout the country who 
see samples of Haverhill-made footwear 
will obtain important and accurate infor- 
mation in reference to the footwear style 
requirements of the United States Govern- 
ment for 1919. Shoe manufacturers in 
this city will show only such styles as are 
acceptable in every way to the requests of 
the War Board of Industries.. They are 
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plain in general effect, yet sacrifice noth- 
ing of style. 

Manufacturers have no doubt that their 
customers and the trade in general will 
co-operate along these lines. While con- 
serving materials the new samples will 
maintain Haverhill’s reputation for sala- 
ble, dependable footwear. Manufac- 
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turers hope that merchants will place their 
Spring orders early so that goods may be 
received with as little delay as possible. 
With unusual business conditions pre- 
vailing in all lines of production and dis- 
tribution such a course is absolutely es- 
sential in order that good service may be 
supplied. 


Brockton 


NEW ADVERTISING 
CORPORATION 


Plant in This City 
Now Fully Under Way 


The Tolman-Davidson Advertising 
Press, Inc., is a new corporation with 
printing plant on 400 Warren Avenue in 
this city. The officers are: president and 
treasurer, Harry C. Tolman: vice-presi- 
dent, George W. Davidson; secretary, 
Charles W. Holmes; assistant treasurer, 
Fannie C. Byrnes. The new corporation 
will specialize in printing advertising, 
catering for national trade. 


Personnel of 
the Concern 


President Tolman, of whom an excellent 
likeness is here shown, has had 23 years’ 
experience in advertising and has built up 


HARRY C. TOLMAN 


a large business in connection with 
original ideas pertaining to publicity for 
the shoe trade, and other lines. Vice- 
President Davidson has been for 17 years 
connected with selling and preparing 
fads” and has had much to do with plan- 
ning campaigns for the shoe trade. 
Secretary Holmes is an artist of national 
reputation who has originated many 
artistic and effective illustrations for busi- 
ness houses. Miss Byrnes is thoroughly 
familiar with the details of the printing 
business, through many years’ experience. 


The Tolman-Davidson Advertising Press, 
Inc., has Boston headquarters at 176 
Federal Street, where the main offices, 
salesrooms and art studio are located. 


MOVING TO 
NEW STORE 


Old Established House 
Changing Location 

Baker Bros., one of Brockton’s oldest 
and most successful retail shoe houses, 
will next week remove from its present 
location on Main Street to a new store, 
diagonally across that thoroughfare and 
within a minute’s walk of the old store. 
In the new location extensive alterations 
have been made and sstrictly modern 
fixtures installed. A removal sale in the 
old store, conducted during the past few 
weeks, has been, says Lee Baker, head of 
this concern, productive of a large busi- 
ness. Baker Bros. have for years been 
identified with the merchandising of a 
high-grade line of men’s, women’s and 
children’s footwear. In the new location, 
Mr. Baker says, this policy will be con- 
tinued and extended. Hosiery, handker- 
chiefs and neckwear of best quality will 
have a special department as heretofore. 


Women Clerks 
in Shoe Stores 

One of Brockton’s successful retail shoe 
merchants says that having lost young 
men clerks through the demands of the 
war he is training women clerks to take 
their places. Thus far he is well satisfied 
with the results. He believes, however, 
that thorough instruction should be given 
as regards the manner of receiving and 
waiting on customers. He is carrying out 
this plan by rehearsing with the girl 
clerks, the merchant posing as a customer 
and pointing out, during the process of 
sale-making, defects in the clerk’s attitude 
or arguments. In this way, the merchant 
says, the girls are making good progress. 


Increase in 
Shoe Shipments 

For the past week Brockton shoe ship- 
ments were 14,346 cases as compared with 
5,676 cases in the corresponding period a 
year ago. Forwardings for the year are 
now 373,063 cases as compared with 
322,106 cases in 1917, showing an increase 
for this year up to date of 50,957 cases. 








High Pay ey! Shoe 
Laces for the Manu- 
facturing Trade. 
Write for Samples 
and Prices. 


J.& B.SALES CO. 


470 Park Ave. 
Worcester - Mass. 








CHICAGO ILL. 


| W™ SumNER SMITH 
BATHING SHOES 





“UP TO THE MINUTE” 


Slipper Bows, 
Ornaments, Buckles, etc. 


D. T. DUDLEY & CO. 


66 Washington St. Haverhill, Mass. 








are the best of their kind for the 


throughout South America means “These 
South American market.” 











CASH PAID 


for shoe stores or surplus stocks of shoes 

or for other merchandise. Leases —a~4 

over. We will send a representative to 

investigate and make offer upon request. 

Max Kalter Mercantile Co. 

100-102-104 Grand St. New York City 
Phone Spring 941 























makes good on deliveries 
Our brand is in demaad 











you. 
GORDON MFG. CO. 
285 WEYBOSSET ST. PROVIDENCE, R.. 


Write us for prices- 
they will interest 

















ss ow <Joolwea 
elline 








No. 700 


No. 700—Wos. all Hav. 
brn. kid 9-inch lace, lea. 
Ivx heel, al. plate, imit. 
str. tip, McKay. C, D, and 
By, SIO G. vei Price $4.00 
No. 701—Same exact as 
above, except 7 toe, 
C, D, and E, 3 to 8. . .$4.00 
No. 718—Same as lot No. 
700, except 13-8 mil. heel, 
C, D, and E, 3 to 8. . .$4.00 


Sto 


No. 1116 


No. 1116—Wos.. all bik. 
vici 9-inch lace, aviation 
ge lea. Ivx heel, al. 

plain toe, new _ 
okay, B, C, and D, 
to 8. Pri 


Lakinaa aie ce #4. 


No. 1113—Same exact as 
above, except all Hav. brn. 
kid, A to D, 2% to 8. .86.00 
Note—No. 1114 also comes 

with wood cov. heel, lot 
No. 1115,AtoD..... $6.50 


“Ur 


No. 2423 


No. 2423—Wos. all battle- 
<> 2 gray kid, 9-inch lace, 


toe, year —. 
~ ‘ben , al. plate, A 
eS ae $5.75 


No. 2414—Same exact as 
above, except with imit. 
tip, A to D, 24% to7. .$5.75 
No. 2427—Same exact as 
No. 2423, except all Hav. 
brn. kid, mm SS. 

PE a Subesiiscaes $5.50 
Note—No. 2423 and No. 
2427 also comes with 13-8 
mil. heel...... Price $5.50 


No. 2012 


No. 2012—Wos. all Hav. 
brn. kid, 9-inch lace, % 
fox, goodyear welt, imit. 
str. tip, lea. ove heel, al. 

te. B, C, D, 2% 4s 


No. 2014—Same as Seg 
an" all dark gray kid, B, 

Re ES ae $5.75 
No. 2018—Same as above, 
except all bik. vici kid, B, 


CAIN wcideccccaes $4.00 
Note—No. 2012, No. 2014, 
and No. 2018 also come in 


toe, price the same. 


On the floor now--- 
Ready to ship 


Novelty Shoe Co. 


Lees Bldg. 


Chicago 
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No.[2429—Wos. all gray colt- 
skin, 9-inch lace, imit. str. tip, clo. atch, . 
McKay, also 13-8 mil. heel, imit. str. tip, Mc- 
Kay, C, D, E, 24 to7... .$3.75 
No. 2411—Wos. Hav. brn. kid 


No. 2416—Same as _ above, clo. 
except all Hav. brn. kid heel 
yoarawelt, B, C, D, 2 


_ ——o as style No. 

, except all genuine 

red calfskin, 13-8 mil. § 7 . } 

wit 5 @ 3D. eS BS PT ys ee | y 

goodyear welt........... ‘ ee ) Coma f ,: Z Z 

ae 4 = ES hog — the ~ 
VY, EOE yg SEAZQ“G 
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Duane Suoe C 


SPECIALTIES 


143 DUANE STREET, 
NEW YORK CITY. 





IN STOCK—RIGHT NOW!!! 
That Is Our Motto 
WE SHIP YOUR SHOES TODAY 


Here are some of the different values we carry in 


stock For You. 


WOMEN’S NOVELTY FOOTWEAR 


$2.00, $2.10, $2.25, $2.40, $2.50, $2.65, $2.75, 
$2.85, $3.00, $3.10, $3.25, $3.35, $3.50, $3.85, 
$4.00, $4.25, $4.35, $4.50, $4.85, $5.00, $5.25, 
$5.50, $5.85, $6.00, $6.25, $6.50, $6.85, $7.00, 
$7.25, $7.50, $7.85, $8.00, $8.50, $8.85, $9.00, 
$9.25, $9.85, $10.35. 


The ONLY Shoe House in America Carrying Women’s Shoes 
From $2.00 to $10.00 


IN STOCK--RIGHT NOW!! 


Sample Pairs, Sample Dozens, Sample Cases 
Any Way You Like It 


No Order Too Small No Order Too Large 


2 / REG 
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Style 444 Style 446 Style 443 
Brown Kid Bal, Welt, 15-8 Havana Brown Kid Bal, Welt, Brown Kid Bal, Welt, 15-8 


Leather Louis Heel, imita- 18-8 Leather Louis Heel, Imi- Leather Louis Heel, Plain Toe 
tion Wing Tip. tation “ f 


m Tip. 
AA to D. 2% to8.. . . -86.00 AA AtoD. "2% to8.. .. $6.00 AAtoD. 2% to8......%6.00 
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Style 229 Style 436 Style 445 
Tan Calf Bal, Welt, 11-8 Cuban = Gray Kid Bal, Welt, 18-8 
wer Imitation Wing Tle. ‘overed Louis Heel, | Plain Toe. Brown Kid Bal, Welt, 11-8 


A to D. 214 0 8.-...- 85.50 KA to D. 2hg w 8... $7.50 Ate pd imation “Tho. 00 





HARRISON SHOE 
MAY, 


207 W. MONROE ST. 
CHICAGO 
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FALL STYLES }— |} 
AND VALUES. 
THAT ARE 
BACKED 

BY A 

BIG 
WHOLESALE 
SERVICE 





No. 2080.—All Brown IN 


No. 2088.—Tan Lotus No. 2085.—Coco calf, 


calf, 8-inch lace, tip, 9-inch lace, imit. tip, kid, 9-inch lace, imit. 
heavy sole, 10-8 heel, erfo. center, 12-8 heel, tip, Louis heel, flexible 
flexible McKay. 2% Rexible McKay. C, D. McKay. B,C, D. 3 to “ + O CK 
rr $4.00 Res 6ciwsnsed $4.50 - tosaneseanwneee $4.60 


HARPER & KIRSCHTEN SHOE CO. 
231 W. Monroe St., Chicago 











You Might Need a Few More to 
Complete Your Fall Purchases 


5-8 814-11 114-2 








yo a | re 1.70 2.00 2.35 
BAS Whe Ce BOE se oc ciecccccccces 1.70 2.00 2.35 
, ee OO vere 1.70 2.00 2.35 
275 Black Elk Blucher................. 1.70 2.00 2.35 
285 Smoke Elk Blucher...............- 1.70 200 2.35 
SOS Tie Te Btten. 0. 2 cd ccc ccccess 1.70 200 235° 
Se ee Bee a oo cc cccasecatans 1.50 1.75 2.00 
301 Gun Metal Fx Butt............... 1.50 1.75 2.00 
| eS rer reer 1.50 1.75 2.00 
$20. Tan Lotus Pa Butt... .....csccccses 1.70 2.00 2.35 
337 Gun Button—Gun Top............. 1.70 2.00 2.35 


HAGERSTOWN SHOE &. LEGGING CO. 


HAGERSTOWN, MARYLAND 
U. S. A. : 
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OUR POLICY 


To have the shoes that reflect the demand of the moment— 
at the moment. 

To be satisfied that they are right in construction and in 
quality as well as in style—meaning satisfaction to our 
customers and their customers. 

To present always an exceptionally wide range of styles, 
which are carried in all widths from AA to D and sizes from 
2 to 8. 

To meet the requirements of grade and price from the 
highest fashion models at $8.00 to the more staple and 
less expensive lines at $3.00 and thereabouts—and to show 
in every grade’ the best values the market offers in that 
grade. 

To confine our activities to the sale of women’s shoes, and 
to concentrate on service and merchandise in that field in 
order to give the best results to our customers. 


THE RESULT 


A. H. GINZBERG-GORDON CO. 


141 Duane Street 


A business that in three years has developed a nation-wide 
clientele and— 

A reputation for service that is of an enviable character. 
Don’t you think that it is well to get in touch with a house 
of this sort, particularly now when questions of delivery 
are of the greatest importance? 

Write us of your needs in women’s specialty footwear. We 
are sure we Can serve you. 


Women’s Specialty Footwear 


New York City 
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18-FT. GOODYEAR SHOE REPAIR OUTFIT 


OVER 


$300,000,000 


A YEAR 
is said to be the volume of the shoe repairing 
business of the United States. 
ARE YOU GETTING YOUR SHARE OF ITP 


If not, let us talk over with you the possibil- 
ities of a repair department. You will be 
_ interested to know what others are doing. 


United Shoe Repairing Machine Company 


BOSTON, MASSACHUSETTS 
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Y 
Jred-Lite Stepper“Play Shoes 
- Guaranteed for @5 days 


THE SHOE OF THE HOUR 
A 75-day guaranteed child’s shoe will appeal to mothers in these days of conservation. 


See a sample pair. 95% of all merchants -who sample them come 
back with an order! 





These shoes are made of dark brown, smoked horse and black elk 
in button and blucher styles at uniform prices. 


$1.70 in the 5 to 8 run $1.95 in the 8% to 11 run 
$2.20 in the 1114 to 2 run 
Send for a sample pair—they’re their own salesman 


— 


‘Henry Kleine & C 
208 .W. Lake Street — 
CHICAGO _ 


U 
« 





























“GEARED FOR SERVICE” 


HE retail merchant who looks 
to Boardman for his Fall and 
Winter shoes will find a ser- 

vice that is geared to high speed— 
Not just shoes—but styles that are 
right, shipments on time, immediate 
acknowledgment of orders — every 
detail that makes for your conven- 
ience will be done. 


Our Fall shoes will be complete in a 
style range—both staples and novel- 
ties—Get accustomed to look to 
Boardman for your women’s shoes— 


‘‘Boardman—geared for service.”’ 


BOARDMAN SHOE CO. 


564 Atlantic Ave. 
Boston, Mass. 














LA 





nL 

| 4 Sanitary 

He} Opera Chairs 

y : The 
Modern Shoe Store 
Seating 





Increase the seating ca- 
pacity of your store. 





Afford more comfort to 
your patrons. 
They are indestructible. 
We guarantee our Chairs 
against breakage. 
They cost less and make 
your store much more 
attractive than ordinary 
benches or wooden legged 
chairs. 

W. L. Douglas Shoe Company, Portland, Maine Our Architectural Divi- 


“e" AMERICAN SEATING COMPANY en 


GENERAL OFFICES—1016 Lytton Building, CHICAGO, ILL. 
Permanent Exhibition Rooms in all Principal Cities 
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Changes in Business 
The Last Week’s Failures, Suspensions and Changes 


Failures 


Boston.—L. Weinberg, shoes and repairing, 
reported on the 13th inst. he made an 
assignment to Wyner & Freedman of this 
city, and at a meeting of his creditors on the 
15th inst. an offer of 15 per cent was sub- 
mitted and rejected by all of the creditors 
represented. 


Haverhill, Mass.—S. & C. Shoe Co., women’s 
welt shoe manufacturers, reported have 
made an assignment to C. E. Dole and J. A. 
Lynch, and liabilities are reported at $23,000. 


Fall River, Mass.—Jacob D. Larkin, shoes and 
repairing, reported has been petitioned into 
bankruptcy at the instance of three creditors. 


Worcester, Mass.—Altimore Clothing Co., 
shoes, etc., reported petitioned into bank- 
ruptcy. 


Easthampton, Mass.—I. J. Prokop & Co., shoes, 
petitioned into bankruptcy. Reported debts 
scheduled at $2,429 and assets about $400 
in stock in trade. 


Danbury, Conn.—I. Meirowitz, shoes, reported 
offering to compromise at 40 per cent. 


Hartford, Conn.—M. M. Gilman, shoes, etc., 
reported petitioned into bankruptcy. The 
liabilities are $8,179, and assets include stock 
in trade, $1,200, cash $100, machinery $100, 
book accounts $454. 


Chicago, Ill—Frank Meyer (711 West 12th 
St.), shoes, reported meeting of creditors 
called for July 18, last. 


Ottumwa, Ia.—Emanuel Krell, shoes, etc., 
reported is offering to pay his creditors 
25 per cent of their claims, by giving a 
chattel mortgage on the stock. ran in- 
vestigation being made it is found that his 


liabilities are $3,323.75 and his assets, in- 
cluding fixtures, do not exceed $1,400. 

Vicksburg, Miss.—B. A. Zenfell, shoes, etc., 
reported is financially embarrassed and is 
offering to compromise with his creditors on 
the basis of 25 per cent. He formerly 
operated business at Georgetown, Miss., 
under style of the Georgetown Bargain 
House. His attorney states that his debts 
aggregate about $3,500 and odds and ends 
of his stock would probably appraise $1,000 
or $1.200, He has no other resources. 

Yonkers, N. Y.—Dominick Novelli, shoes, 
reported is offering a compromise with his 
creditors, although the amount of settlement 
offered at this time has not been definitely 
ascertained. 

Larned, Kan.—Landauer Mercantile Co., 
shoes, etc., reported embarrassed. 

Auburn, Me.—Ashe, Noyes & Small Co., shoe 
manufacturers, reported at adjourned meet- 
ing of creditors, held July 10, Assignee Ab- 
bott stated that Assignee Ault and himself 
would guarantee the creditors 60 cents on the 
dollar in full settlement of their claims against 
the Ashe, Noyes & Small Co., the same to be 
payable 25 per cent — the present month 
of July; 25 per cent in August, and 10 per 
cent on or before October 1. He further 
stated that they would make no charge what- 


ever for their services, Those present at the | 


meeting unanimously accepted this offer. 

Buffalo, N. Y.—Niles Reilly Co., shoes, re- 
ported petitioned into bankruptcy; reported 
posers of creditors was called for July 15, 
ast. 

New York City—Chazanow & Adelman (Irv- 
ing Bootery, Essex St.), shoes, reported peti- 
tioned into bankruptcy. 


Trenton, N. J.—Maurice I. Black, shoes, etc., ~ 


reported offering to compromise at 20 per 
cent. 


Du’ Bois, Pa.—Abraham Zisser, shoes, etc., re- 
ported petitioned into bankruptcy. 
au Claire, is.—Herman . Krempien, 

™ shoes, reported embarrassed. . 

Newport News, Va.—The Toggery Shop, shoes, 
etc., reported has filed a petition in bank- 
ruptcy. As near as can be ascertained at 
this time, the assets will amount to approxi- 
mately $1,500 and the liabilities will amount 
to apqeemingeaty $2,500. 

Milwaukee, Wis.—Kenney Shoe Co., shoes, 
reported offering creditors a cash settlement 
of 40 per cent on all claims. 


Changes 


Boston.—Donnell, Carman & Mudge, Inc., 
leather, capital stock increased by $20,000. 
M. Finkovitch, Inc., wholesale shoes, capi- 
tal stock increased by $129,800. 
Kirsner Bros. & Levine (31 Albany St.), 
wholesale shoes, will discontinue. 
Lynn, Mass.—Lynn Last Co., last_manufac- 
turers, capital stock increased to $39,000. 
Edward F. Mills, shoe manufacturers, re- 
ort of discontinuing an error. Still manu- 
‘acturing children’s shoes at 66 Willow St. 
Danvers, Mass.—Clapp & Tapley Co., shoe 
manufacturers, Walter A. Tapley retires. 
Lowell, Mass.—Norman Brown (Davis Sq.) 
shoe repairing, sold out to Norman Brown. 
Lynn, Mass.—Boston & Lynn Cut Sole Co., 
cut soles, dissolved partnership—W. H. 
Dennis retires. 
Rockland, Mass.—Emerson Shoe Co., shoe 
manufacturers, capital stock increased by 


$185,500. ; 
Dardanelle, Ark—Kaufman Mercantile Co., 
incorporated, capital $50,000. Incorporators, 
Max Kaufman, Mrs. Lina Kaufman. 
New Haven, Conn.—Langrock & Gamer, shoes 
etc., dissolved partnership. 
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It is to your advantage=== 


to get in touch with the house that carries the largest stock 
of children’s shoes in the country. Out of this stock you can 
secure several numbers to help maintain your between- 
season business. Every one of them is made to uphold tw 


reputations—yours and ours. 


SCIENTIFIC 


Ss 


for Children, Growing Girls, Misses and Young Ladies. 


PATENT LEATHER 


56—No Heel, EB. - 08 Beecccese $1.20 
ing Heel, 3 to 8........ 1.45 
ing Heel, 834 to ll....:... 1.75 
62—Drop Heel, 11% to 2........ 2.25 


Same prices in Gun Metal, Tan and Vici 


100—No Heel, _ 1 to 6........ $0.95 
1 pring Heel, 3 to 8........ ‘20 
ing Heel 84 wll cee 2 1.50 


DR. A. POSNER SHOES, INC. 


140-142 W. BROADWAY .- - 


200—No Heel igs Mos cc $1.00 
202—Spring Heel, 3 to 8........ 1.25 
ing Heel, 834 toll........ 1.50 
GENUINE BUCK—BUTTON 
2642—No Heel 1 404,;.,. $1.85 
i Z 3to8..... 2.25 
2645—Lace, Spring Heel, 3 to 8..... 2.25 
NEW BUCK—BUTTON 

642—No Heel Sted. ate cuken $1.50 
644—Spring Heel, 3to8........... 1.75 


- - - -NEW YORK CITY 


FACTORY, 141-151 ROEBLING ST., BROOKLYN, N. Y. 


ADDRESS ALL COMMUNICATIONS TO NEW YORK 
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Classified and Opportunities Department 


OSITIONS WANTED: Three cents per word for each insertion. 
Minimum amount accepted, — cents. For other “Want” ad- 
vertisements, five cents per w for each insertion. Minimum 

amount accepted, One Dollar. Ads. under this he will be received 
up to five o’clock Tuesday P.M. When advertisers desire answers to 
come in care of this office, twelve words must be allowed in each adver- 
tisement for address. When advertisers desire replies forwarded direct 
to their address, each word of the address must be counted in the 
advertisement and paid for accordingly. Answers to ads. must be sent 
under letter postage. 


“Recorder” rates for space less than one- 
eighth page per issue: 

ltime 7 times 

$3.00 

6.00 


13 times 26 times 52 times 


$2.75 $2.50 $2.00 
5.29 4.75 4.00 
9.00 7.75 7.00 6.00 
12.00 10.00 9.00 8.00 


Payment in advance is required, except when regular advertisers, as amounts 
are too small to open accounts 

















SALESMEN WANTED 


SALESMEN WANTED 


HELP WANTED 








SALESMAN for entire South, also one for the 
Pacific Coast to carry our line of Brooklyn 
turns and welts with another non-conflicting one. 
Replies must give references and experience. Ad- 
dress Vogel-Miller Shae Co., Seceliee. N. Y. 


WANTED—Experienced and successful sales- 
man, handling non-conflicting lines, to sell 
the Edmonds Army Shoe, on a straight commission 
basis in Kentucky, Tennessee, Alabama, Louisiana, 
New York State and New England States. Only 
salesmen with other lines and who cover their ter- 
ritories closely need apply. Address Edmonds 
Shoe Company, Burleigh and Weil Sts., Milwaukee, 
is. 








SALESMAN for Vermont to handle a well-known 
line of rubber footwear on a commission basis 
as a side line. Tennis samples for 1919 ready 
about August Ist. Address B23, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 


GALESMEN WANTED to take specialty side 

_ line of six men’s welt shoes—six per cent com- 
mission—the greatest welt values offered for coming 
season. Negotiations can be opened only with 
applicants who state age, territory now traveling, 
line represented, the amount of sales and shipments 
in 1917, also reliable references as to personal habits. 
All communications held confidentially. Address 
B19, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


WANTED Salesmen to carry a Rochester line 
of good McKay sewed growing girls’, misses’ 
and children’s shoes as side line. ill pay six per 
cent commission. State territory and give mo nd 
ence. Address A2123, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


OMMISSION basis only. Iowa, Kansas, 
“ Nebraska, Colorado, Utah, Minnesota, Mis- 
sissippi and Alabama. Specialty line—men’s dress 
welts. Ogden Shoe Co., Milwaukee, Wis. 














WANTED Salesman by old, estab- 
lished manufacturer, to carry as 
side line a nationally advertised prod- 
uct, sold to the shoe trade. Must be 
man with established b ess among 
his trade—one who is accustomed to 
earning several thousand dollars an- 
nually, and presenting a high-grade 
line to his trade in a manner whic 
will net a large of busi 
The man representing us must be of 
ii bl h t and sales 
ability, and held in the highest esteem 
by the trade in rritory, with a 
past record which will warrant closest 
investigation. Your reply will be held 
in strict confidence. State plainly 
what territory you cover, present line 
handled, and annual volume of sales. 
We pay 10 per cent commission. Our 
line represents the highest standard 
in ose is a guaranteed product. 
Address B18, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


SALESMEN WANTED 


SALESMEN WANTED — Experienced 
men, with established trade, to carry 
an in-stock line of extra value boys’ 
shoes in several Middle Western terri- 
tories. Commission only. Addressin 

fid giving details of experience, 


FEDERAL SHOE COMPANY 
Lowell o*e ee 


























WANTED Specialty shoe salesman to carry 
as a side line, a high-grade and up-to-date 
line of shoe store supplies and findings on straight 
commission in Alabama, Mississippi, Arkansas, 
Louisiana, Texas, Oklahoma, Kansas, Nebraska 
and Iowa. Address B22, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








POSITION WANTED 


POSITION WANTED—Shoe buyer, seventh 
year with nationally known department store, 
desires new position that promises a better future 
than present one. In good health, forty-one, mar- 
ried. Has and will make good. nderstands 
buying and keeping a stock alive in its entirety. 
Address B26, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


"THOROUGH EXPERIENCED shoe salesman 
desires change to some Western or Middle 
Westtown. Nowemployed as salesman and buyer. 
Can come the Ist of Aug. Address B25, care 
Boot and Shoe Recorder, 207 South St., Boston, 


ass. 











R ENGAGEMENT 


I am past the draft age; I have had a large 
experience in a retail shoe store, in sellin 
shoes on the road, and in the factory. Would 
like an opportunity to handle the sales and 
advertising end of a retail, wholesale or manu- 
facturing business. Am capable, dependable, 
and can furnish best of references. Ad- 
dress B20, care BOOT AND SHOE RE- 
CORDER, 207 South Street, Boston, Mass. 


a hn SHOE MAN OPEN 














HELP WANTED 


WANTED— Manager and buyer for a shoe 

department, one who understands the shoe 

business thoroughly, knows what and where to 

buy, and capable of making a success, and who 

not subject to draft. State age, salary, past ex- 
erience and send references in first letter. Reiner’s 
ry Goods Store, Steubenville, Ohio. 





QPEORTUNITY for capable, honest 
shoe man or woman, one who has had 
experience in running department and 
who has the ability to reduce stock, at the 

time increase sales. Location of 
store is within commuting distance of 
New York. If interested write us giving 
list of references and salary expected. 
Address K68, care Boot and Shoe Recorder, 
127 Duane Street, New York. 














LINE WANTED 


MANUFACTURER of Men’s and Boys’ Heavy 

Shoes with well located Boston office desires 

to handle other lines in Men’s or Boys’ Shoes. 

Moccasins, Slippers, Sandals or Sport Shoes. Corre- 

spondence confidential. Address B19, care Boot 

soe Shoe Recorder, 207 South Street, Boston, 
ass. 


YOUNG MAN—25, draft exempt, wants a popu- 
lar-priced line of men’s, ladies’ or children’s 
shoes for the Pacific Coast, on commission basis. 
Party now here, and can give best of references. 
Address B16, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


EXPERIENCED shoe man wants strong line 
of woman’s shoes for the South and West. At 
resent employed as manager of shoe department. 
tome years of successful experience. Age 45. 
Married; habits temperate. ddress B8, care 
Boot and Shoe Recorder, 207 South St., Boston, 


ass. 














WANTED-—Capable man as buyer and man- 
ager for shoe department. Must be thor- 
oughly familiar with men’s, women’s and children’s 
shoes. Salary and commission basis. A splendid 
opportunity and a big field for a man with ability. 
Address, giving details of past experience and salary 
expected, The Hub, Wheeling, Ww. Va. 


QGHOE MAN—Enxperienced in fitting and to 
~ assist in buying women’s and children’s shoes. 
First-class department store in live town of 4,000; 
65 miles from Chicago. Prefer married man— 
draft exempt. Give full information in your first 
letter. Address Keller & Krekel Co., Harvard, Ill. 


FOREMAN WANTED—For West Indies’ com- 
petent on women’s fine turned shoes. With 
former experience, Brooklyn preferred. Adress 
General Novelty Co., 23 South St., Boston, Mass. 


WANTED—High-grade hustling man in class 
four or above draft age, as buyer and man- 
ager for shoe department of the best department 
ment store in Southeastern city of 160,000. Depart- 
sells yearly $35,000, and could be easily doubled 
by the right man. Give full particulars, stating 
age and salary expected. Give names of all past 
employers, and periods of employment, regardless 
of kind of work. Address B24, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


WANTED—At once, energetic and experienced 
shoe man to assist buyer. Must be out of 
draft or in deferred class. Splendid opening. Give 
references and salary expected in first letter. 
Address Madden’s Shoe Store, Rochester, Minn. 

















FOR RENT 


FOR RENT—Space for shoe department in an 
established store handling dry goods, millinery 
and women’s wear and catering to medium class of 
trade, mostly on cash basis. Best location in town. 
Address The Levinson Co., Connersville, Ind. 











FOR SALE 


FOR SALE—Between $12,000 and $14,000 stock 
of men’s women’s and childrens’ high-grade 
shoes and oxfords, to be sold Monday, Ful 29, 
1918, at 2 P.M. to the highest bidder. py Rem 
H. C. Fedder, La Porte, Ind. 








FOR SALE 


15 Salesmen’s Shoe Trunks, all in good con- 
dition. Will be sold as a lot or in parts. 
Can be seen or further information given by 


correspondence. 
Abbott, Charles Ault, 


E. Farrington 
Assignees. 
Ashe, Noyes & Small Co., Auburn, Me. 
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TO LET 





GHOE DEALERS, ATTENTION! Splendid lo- 
cation for first-class, up-to-date shoe store; 
modern store room will be available August 1; has 
been occupied as a high class shoe store’for the past 
18 years; excellent location: well established; only 
one other shoe store here; thriving, progressive 
town of 1,200 in one_of the richest communities 
in the state. Write R. J. Kewin, Griswold, Ia. 








WANTED TO PURCHASE 


WANTED. AT ONCE FOR CASH—Highest 
cash price paid for your shoe stock. If you 
want to sell, drop me a line, giving full particulars. 
W. Jones, 215% Main St., Hackensack, N. J. 


i 
S82) a | 





We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Closeouts 
NO QUANTITY TOO LARGE 

We also purchase entire stocks 
from retailers or manufactur- 
ers. Send us particulars of 
what you have for sale. 

Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
537 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 


a 
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A Correction 


The item which appeared in our late 
News Supplement of June 22 to the effect 
that the United States Government would 
take over the plant of the Estey Piano Co. 
for the manufacture of leather soles for 
army shoes is incorrect. We are in receipt 
of a letter from the Estey Piano Co., in 
which they state that positively this state- 
ment is incorrect—that it was the Ever- 
ett Piano Factory of Boston, and not the 
Estey Factory of New York. 








MISCELLANEOUS 








Reece’s Rocker Bottom Wood Sole Shoes 


High Grade 
Wooden Sole 


Oil Grain Uppers, 
Guaranteed Counters 


Shoes, as pore wens 
High Lace Shoes ..- ° 
Boots, fourteen inch 
Send for Catalogue 
REECE SHOE CO. - COLUMBUS, NEB. 


$1. poe y - 
2.00 to 
2.75 to 3: “80 











MISCELLANEOUS 








Every Shoe Store Needs 
a pair of 
“MANCHESTER” 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just the 
right shape to cut out 
tacks on the inside of 
shoes. 


‘‘“Manchester”’ 
Trade Mark Reg. U.S. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that ena- 
bles you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 
“MANCHESTER” 
curve jaw when order- 

ing. 

Write us direct if 
your dealer cannot sup- 
ply you. 


Price, $3.50 
Frank W. Whitcher Co. 


Patentees and Manufacturers 
Branch 


Boston, Mass. 325 325 W. Lake St. 











Highest Cash Prices Paid 


for entire shoe stocks. We also 
buy your surplus or slow sellers. 
Quantities no object. Retail or 
wholesale. Short term leases 
taken off your hands. 
Wire or Phone us 
Correspondence Confidential 
stablished 1890 


GLAUBERG & CO. 
520-522 Broadway, New York 


Phone Spring 6680 
We also purchase clothing, 
hats, furnishing goods, etc. 


Wanted at Once 


for Department Store 
for Cash 


ene Retailers’, or Sur- 
plus "Stocks of 


SHOES 


No Quantity Too Large. 
Leases Taken 


GLOBE MDSE. CO. 
Indianapolis, Ind. 


New York Office 
23 Lispenard St., New York City 


Short 





Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 








Merchandise of All Kinds Purchased 








We buy quick and pay highest cash price 
=a retail and wholesale stocks of shoes or 
merchandise. 
Quantity no object. 
80 years our specialty. 
Bene and mercantile reference. 
ences se PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
0 Broadway, Brooklyn 
"Phone, 2828 Williamsburg 








EDITORIALLY, THE 
Boot and Shoe Recorder 


is the most alert, aggressive and 
progressive journal in the world 
published for the shoe merchant. 








100,000 
Milbradt 
Ladders 


Now in. Use 


Milbradt Rolling 
Step Ladders are be- 
ing used — 
the country. 
= are real time Pom | 
money savers and 
are noiseless. 
Shipped subject to 
approval and satis- 
faction guarant 
show- 
dders 
suited for every kind of 
shelving. 


Milbradt Mfg. 
Company. 
2410 N. 10th Street 


St. Louis, Mo. 


NNT 
ta Gaia 
ARAN 


\t 





ARABI 


| 


\h\) 





“FISHER” 


7 Mark 
eg. U. S. 


e. Off. 
HEEL and 
COUNTER 


SUPPORT 
A Help to 
Weak Ankles 

Prevents the Counters of Boots and 

Shoes from Running Over. Easily 4 


plied. No Repair Department sho 
be without them. 


Without With 


The New Improved 


“E. W.” 
SHOE STRETCHER 


will adjust counters or stretch 
shoes two whole sizes without 


ive ter — or wid 
my "32.00 each 


F. W. WHITCHER co. 
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BOOT AND SHOE RECORDER 


THE RECORDER CREED: 


Getting More Shoes Sold Right; not only “more”’ but ‘ Ny al: sold for the right purp 
wearer, in the right fitting, for the right rice, at the ri 
shoe merchants. The chief purpose of the 
basic problem upon which de 
leather; their production and 


Annual subscription in United States, $3.50; per copy, 25 cents. Canadian, $5.00. Foreign, $7.50 
Member of Audit Bureau of Circulations 


ht profit. This is the great pro 
“Boot and Shoe Recorder” is to help solve it; for this is the 
— the progress of the entire allied industries relating to shoes and 
stribution 


Newspaper Ass’n 


e, to the right 
lem of the retail 
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PRACTICAL,CONSERVATIVE STYLES 
WITH DISTINCTIVE LINES ARE THE 
WAR-TIME FOOTWEAR DEMANDS 
OF WOMEN FOR STREET AND EVE- 
NING WEAR. 


KEEN MERCHANTS ARE COGNIZANT 
OF THIS CHANGE OF DEMAND FROM 
THE FRIVOLOUS TO THE PRACTI- 
CAL AND ARE CONCENTRATING ON 
MORE CONSERVATIVE PATTERNS 
AND COLORS. THIS MEANS FEWER 
STYLES, MORE FREQUENT TURN- 
OVER AND EXTRA PROFITS—AND 
FURTHERS THE PATRIOTIC SPIRIT 
OF CONSERVATION. 


FOX SLIPPERS, PUMPS AND OX- 
FORDS HAVE THAT SIMPLICITY AND 
DAINTINESS WHICH APPEAL TO 
THE FASTIDIOUS WOMAN. 


THOUGH FOX FOOTERY IS EXCLU- 
SIVE IN DESIGN AND MADE OF HIGH 
QUALITY MATERIALS, IT IS A POPU- 
LAR PRICED LINE, HAVING MORE 
THAN USUAL TURN SHOE WEAR. 


EFFICIENT MANUFACTURING 
METHODS AND FACILITIES FOR 
LARGE PRODUCTION HAVE ESTAB- 
LISHED FOX FOOTERY AS A LINE 
WITHOUT EQUAL. 


Charles K. Fox, Inc. 


Haverhill - - - Mass. 


CHICAGO: Great Northern Bldg. 
BOSTON: 54 Lincoln Street 


NEW YORK: Marbridge Bidg., 
Broadway and 34th St., 
Room 632 
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This is a “DALTON ss 


IT’S IN STOCK FOR 
AT ONCE DELIVERY 


It Will Sell In’ Your ‘Steck 





Our Cherry Tan Bal, Single Sole, Wellington Last 
A wide, 7 to 1l. B, C, and D wide, 6 to 11 


Price, $5.85 net 





IMPORTANT 
All our shoes will be made according 
to suggestions and recommenda- 
tions of the War Industries Board. 











THE DALTON COMPANY, Ine. 


Makers of Honest Value Shoes 
BROCKTON, MASSACHUSETTS 


CHICAGO: 1415 Great Northern Building NEW YORK: 651 Marbridge Building 


BOSTON OFFICE, 183 ESSEX STREET, Room 405 
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True To Its Name 
STANDARD KID 
Is Standardized 
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Don’t Be Stung By 
The Dope Bug! 


“DOPED” finish on a colored kid skin looks 

all right at first, but it doesn’t take many days 

of service before the dope finish and coloring 
wears off and then—customers’ complaints galore. 


Be%sure you specify and get in your colored kid shoes 
a,safe and sure leather like 


STANDARD KID 


Nothing but pure Aniline Dyes are used in its pro- 
duction—dyed through and through the skin. 


The finish is always permanent—always STAND- 
ARD.| 


STANDARD KID MFG. CO. 


Manufacturers of Black and Colored 
Glazed Kid and Patent Kid 


207 South St. - Boston, Mass., U.S. A. 


Factory: Wilmington, Del. 
AGENCIES 
CHAS. A. BRADY, Rochester, N. Y. F. W. BAILEY & CO., St. Louis, Mo. 
|GEO. A. McGAW, Chicago, Ill. 





STANDARD KD 


TR ITS NAME 
SIDS SAMBA ZED 
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1) St demesil der tin teenntnis bees ene 


been so heavy that our unusually large 

stock was exhausted. We are now having 
made enough to supply the needs of all our 
customers, and they will be placed upon our 
shelves, ready for immediate shipment between 
September the first and the fifteenth. Dem- 
onstrate’ their salability and attractiveness 
for yourself. 





























Tan Glazed Kid Pony Cut Lace 


THB — BS 00 Bi.rccccccccccccccccccccccccces $2.40 
TIGTI— BUG to LL... ccc ccc e eee e ee renecece 2.75 
TUBB “1G 00 Bancccccccccrccccccccccccccece 3.15 
8639— Made on the new Dix Last, Low Heel. 24% 

ke ere Tere eT ert eee CET eee 4.00 


Tan Side Pony Cut Lace 


TIGE— 5S to Bi... cece ccc cccceccccesens $2.40 
TIG4— B34 to LL... 2. cc ccccccccccccccces 2.75 
7763—11% to2...... 3.15 
8643— 2% to7...... 4.00 






Gun Metal, Dull Top 


BS W Bi nc ccccess $2.25 
8% toll.......... 2.40 
11% to 2........4- 2.75 


{2% to 6 Dix Last.. 3.50 


Children’s Patent Leather Turn Button of Best 
Grade, 1 to 5 


Pe GR ancececead $1.25 4 to 8 Wedge... ... $1.50 





Tan Glazed Kid Button, Plain Toe 


7586—4 to 8, Wedge 7587—1 to 5, 
Wath, 00 ccsceese $1.60 No Heel........ $1.30 





































Weimer-Wright & Watkin Co. 


PHILADELPHIA 


DISTRIBUTING HOUSE, 35 S. 2ND STREET 
FACTORY, 12 TO 70 E. ALLEN STREET 
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O not confuse Nedlin Soles with other 
soles. Nedlin Soles stand alone and 
absolutely on their own merits—\long-wear, flexi- 
bility and waterproofness. . 3 
Genuine Ne@lin Soles are plainly branded with the name— 


Neolin— on the shank. Soles not so marked are not 
Nedlin Soles. 


Genuine NeGdlin Soles come only in full soles or half soles 
—never in sheets. Look for the mark —Neolin—when 
examining soles. 


The Goodyear Tire & Rubber Company, Akron, Ohio 


edlin Soles 


Trade Mark Reg. U.S. Pat. Off 
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ALLUN’S 


QUALITY 


LEATHERS 


VIKING 
CALF 


A specially tanned winter leather that 
is weather resisting, strong and pli- 
able. It takes and holds a brilliant 
Polish. Favorably known by the men 
who buy, make and sell good shoes. 


AZTEC 
CALF 


A summer leather that resists surface 
abrasions, that is cool on the feet, 
that is light yet durable, it also holds 
a brilliant polish. 7 








A. F. GALLUN & SONS 


MILWAUKEE 


H. A. ELY, Manager 


- WISCONSIN 


- 11 East St., Boston, Mass. 
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OMEONE has said that Fashion 

is ridiculous at two stages of its 
existence—at its birth and at its 
death. 


The profitable line of shoes is the one 

which takes this fact into considera-— 
tion. It is not designed merely to 

offer “something different,” nor yet 

waits until a design has been so 

thoroughly established that it no 

longer has novelty. 


The LINDNER line includes the 

styles that are well on their way 

toward legitimate popularity. It 

places them on your shelves 

long before the crest of such 

popularity is reached. It is 

«a most profitable line to 
*know. Do you know it? 
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LINDNER_SHOE COMPANY 


CARLISLE, PA. 
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ESSEX 
SOLES 


“First and Best” 


“ERCO” 


The War Sole 


These are times of war. 


Your shoe manufacturers cannot buy 
oak sole jieather over 8 irons thickness. 
Uncle Sam has demanded it 


What can you do about it? 


A leather sole of poor grade, two thin 
soles, the average fibre sole—all are 
unsatisfactory. 


The answer—specify ERCO, the war 
sole. 


It is the highest quality and the high- 
est priced — yet it is cheaper than 
leather. It will outwear leather and 
give more satisfaction. There are no 
government restrictions on the thick- 
ness of ERCO. Any thickness, any 
size, black, tan or white. 


Specify ERCO—The sole with the 
whalebone snap. 


ESSEX RUBBER CO. 


Trenton New Jersey 
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Keed dtyes 


(MNeflect refinement 
and good aste in 
every last detuil- 
Nothing 1s neglected 
to make them + er 

(eo first choice of the 





A gy. . 
(ae particu lar Women 
A \rigee 


and shrewd merchants 
E-P-Reed & Co. 


ROCHE STERN. 


NEW YORK OFFICE 
299 BROADWAY 
w'D-F: GIBSON - MGR. 


~~ 
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SHEEPSKIN 
BOOTS and 
MOCCASINS 


No. 981 





No. 994 


Stock Up Now a 





—Save Money 


Remember the severe winter last year? 
Bigger demand for sheepskin boots and moccasins than 


merchants could supply! 
Be prepared this season! Buy now for future delivery! 


Stores located in ship camps, industrial centers, etc., are going 
to enjoy large profits from the sale of these sheepskins. 

(Weare the largest manufacturers of Sheepskin Footwear in 
the country. Immediate shipments NOW.) 







No. full and oak sole. 
No. a 
No. sole and heel. 
No. five eyelets, laced. 
No. Sheepskin sole, reinforced with 
No. sole, one ribboned. 
Re: Stopes Sh heed SET No. 975 
No. eyelets. 
No. By - ee Tine brown split leather, 
— four © ga two ee laced. 
Oo. 
No. mo evel 
No. cl, ight eyelet, aon with brown split leather, 





Send for Samples and Prices 


ATHLETIC SHOE CO. 


1427-1443 Carroll Ave., Chicago 


Managers New York Office: More & Simon, 258 Broadway 


“Whatever the Sport We Make the Shoe’ 
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**Made “Looks as Good as 
Over Those Shoes I Have 
MacDonald-Kiley Been Paying More 
Lasts”’ Money For’’ 


MR. RETAILER 





‘“‘The reason I like to buy Carter’s Chicago shoes 
is that they are the best values I can find for 
the money.” 7 


Try Carter’s Co-operation 


J. W. Carter Chicago Company, Chicago, Illinois 
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ACTUALLY WASHABLE 


28 ed Oe Ol OR eh 2 


THE WHITEST WHITE 


LEVOR GRAIN KID 


MADE OF CABRETTA SHINS 


I y- REMAINS WHITE -1 
ASK YOUR NEIGHBORS 


G.LEVOR & CO., inc. 


MANUFACTURERS 


GLOVERSVILLE, N.™ 
NEW YORK: 88-90 GOLD ST. 


ST. LOUIS: LEATHER EXCHANGE BLDG. BOSTON: I45 SOUTH ST. 
JOHNSON, STEPHENS & PAT TON LEATHER CO. THE G.LEVOR COMPANY 
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Buyers’ Easy Reference Directory 


A Big Saving on Pumps 
IFTY cases stylish, black, poten leather 
a 


pumps, 17-8 full Louis heel, aluminum plate, 
ready to deliver, A to D. In case lots. 


PRICE $2.75 
These shoes cannot be made up for less than $3.25. 
Here’s a bargain. How many cases do you want? 
Be quick! 
N.B.—A few cases of light and dark tan calf 
pumps on floor. Get our prices. 





Write or Wire 


MALBON SHOE CO., Haverhill, Mass. 


Boston Office, 117 Lincoln Street 


BAREFOOT SANDALS 


AND 
PLAY SHOES 


We can make immediate shipments 
of some very desirable numbers. 


Write us for details, or tell us your 


needs. 
= Laing, Harrar & Chamberlin 
i 43 N. Third Street Philadelphia 


TE 
POQUUOREDAORODRGROGEOCCORORORRCCCCZERRCERCOREEEE ES. 


Serviceable Barefoot Sandals for Comfort and Wear = 


In STOCK Tan and also Black 
Little Inf. 214 to 5% . 4 
Children’ s5to8. 
8 toll. hs i . 
Misses’ 1134 to 2... .1.35 





oe 











Made on Military Footform last in whole and half sizes. Have serviceable 
oak leather outsoles. Are made Goodyear Stitched, Solid leather throughout 
Ma 


nufactured and al- 
ways carried in stock » Watathon Shoe ioe Co; 
WAUSAU, WIS. 


TUTTI iii id 





SJUUOUOUOUOHOEOROEOROGODOROOROGREROEORED 


Original 
Chippewa 


Shoes 
Snappy Lasts 
Chocolate 


In-Stock 
Case Lots All Sizes 





680S 






om. 6 in. Oak Sole, Goodyear Welt ............... $3.60 
R. Rinmex Sole, Rubber Heel................. 3.35 
pan A CASE TODAY Send for a Catalogue 


CHIPPEWA SHOE MFG. CO., Chippewa Falls, Wis. 








ew CEEEEEESESESSEEESEEEE 


CORDO-TAN 


A dye that changes a faded tan or light colored calf 
shoe to a rich deep cordovan brown. 


Cordo-Tan gives a permanent color and is absolutely 
uniform. It will make money for you. Send for 
pod - package, with 10c added for parcel post — 


¥ Pints, 75c; Pints, $1.50; Quarts, $3.00; 44 Gallon, 
$5.00; Galion, $7.50. 


New York Shoe Dyeing Co. 
118 W. Broadway, New York, N. Y. 








Trade Marks in Foreign 


Countries 


:* Do you Realize the Importance of Protecting your Foreign 
Trade in Cuba, Mexico, the South American Countries and also 
in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade-mark rights 
= in a trade name or mark to the first applicant, irrespective of 
= prior use by another. This allows the piracy of valuable trade- 
; marks in such countries. 

The Boot and Shoe Recorder maintains a Patent and Trade- 
mark Department fully equipped to promptly prgie your ap- 
plications for Restate o of Trade-marks in all Foreign Coun- 
tries, as well as in the United States. Address all Inquiries to 
Boot and Shoe Recorder Patent and Trade-mark Department, 207 
South St., Boston, Mass. 











WRITE FOR 
DETAILS 
of our 


10-Day Free Trial 


For Your Customers 
on the 


C hinett Adiuctahl, 


FOOT ARCH 


Flexible Cushioned 
- Metal 





Pat’d. 
As well as our in- 
troductory offer to 
you 


NATHAN ANKLET 
SUPPORT CO. 


.R, 
88 Reade St., N. Y. C. 
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uality shoe laces for ev 
r urement ent. at all jobbers. | Always 
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Lc Narrow Fabric Co. "Readies, Pa. 
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the German Kulturists Say—— 


“As a matter of fact, 
Germany is the only 
great power which is in 
a position to conquer the 
United States.”—Frei- 
herr von Edelsheim, Ope- 
rations upon the Sea, 
trans. 1914. 


“If the German invading 
force were equipped and 
ready for transporting 
the moment the battle 
fleet is dispatched, under 
average conditions, these 
‘corps can begin opera- 
tions on American Soil 
within at least four 
Weeks. * * * The United 
States at this time (1901) 
is not in a position to op- 
pose our troops with an 
army of equal rank.* * *” 
—Freiherr von Edels- 
heim, Operations upon 
the Sea, trans. 1914, pp. 
86-92. 





THE HOHENZO 


Germany is a war-made,—a war-making 
state. 


She believes the sword the only satisfactory 
arbiter of international questions,—blood 
the only food for a growing state. 


With Germany in the ascendancy, war will 


Know the essential war facts! Your government itself 


named pamphlets sent free upon request. 


The President’s Flag Day Speech. With 
evidence of Germany’s plans. 32 Pages. 

The War Message and the Facts Behind It. 
32 Pages. 

The Nation in Arms. 16 Pages. 

Why We Fight Germany. 


—< = 


“We have already seen 
that war is both justifi- 
able and moral, and that 
the ideal of perpetual 
peace is not only impos- 
sible but immoral as 
well.”—Treitschke, 1916. 


“We must not look for 
permanent peace as a re- 
sult of this war. Heaven 
defend Germany from 
that."—Oskar A. H. 
Schmitz, in Das Wirk- 
liche Deutschland, 1914. 


“The most dangerous foe 
of Germany in this gen- 
eration will prove to be 
the United States.”—Dr. 
Otto Hotsch in Alldeut- 
sche Blatter, Aug.- 23, 
1902. 


These quotations are 
taken from pamphlets in 
the War Information 
Series. 


== 


N DREAM 


remain the world’s chief business. The 
longer she is permitted to retain her 
‘‘might”? idea, the more ruthless her 
methods, the wider her conquests. 


The next war will come vigh¢ on to our 
own shores unless—we crush the War idea 
—unless we crush Germany. 


will give them to you. Any two of the following 


War, Labor and Peace. 

Conquest and Kultur. 160 Pages. 

German War Practices. 96 Pages. 

Treatment of German Militarism and Ger- 
man Critics. 

The German War Code. 16 Pages. 


ADDRESS, COMMITTEE ON PUBLIC INFORMATION 
8 JACKSON PLACE, WASHINGTON, D. C. 


Contributed through Division of Advertising 








U. S. Gev’t Comm. on Public Information 








This space contributed for the Winning of the War by 
UNITED SHOE MACHINERY CORPORATION, Boston, Mass. 
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An Early Fall 


Number 
Woman’s Brown Russia Calf 
Polish, Full Foxed, Square 
Imitation Wing Tip, 13-8 
Military Heel, 9 inch Height, 
Goodyear Welt. 

IN STOCK 
AA to - - 1-2 to 8 











HOTEL "MARTINIQUE 


Broadway, 32d & 33d 
Sts., New York 
Broad ~ 7 od aa 
way Su an 
Hudesn Tubes. 


} One Block from 
} Pennsylvania Sta. 
aay Convenient for 
Amusements, Shop- 
ping or Duloes 
Rates $2 Per Day and Up. 
A SPECIALTY 
155 Pleasant Rooms, 
with Private Bath 
$3.00 PER DAY 
The M. ie Res- 
turants are well known 
for good food and rea- 
sonable prices. 





Safeguard Your. Stock 

which is costing you more money today than a year 
ago and will cost more, in all probability, in another 
twelve months. Have it well covered against fire and 
thus make replacement if necessary materially easier. 
An insurance policy in this Company will cost you less 
by 25 per cent than in some other companies. Ask us 
to show you. 


Fitchburg Mutual Fire 
Ins. Co. 


FITCHBURG, MASS. 


The city of 141 diversified 
99% of which are locally owned 








RADI UM: 
WHITE 


Does not cover up but 
removes grease and 
| dirt from white leather 
4 shoes and gloves. 
| Leaves them soft and 
J] whiter with each clean- : 
ing, and good as new. 


THE RADIUM DYE COMPANY, INC. 
Kansas City, Mo. 

















For Early Fall 


Tan Calf Oxford, 
Welt, Military Heel, 
B, C and D 
In Stock Now 


Price 


$4.00 


W. T. HOLMES CO., 15 No. 4th St., Philadelphia 





100 READE ST. 
NEW YORK 


SOLO SHOE CO. 


IN-STOCK 


FOR 
AT - ONCE 
DELIVERY 


Men’s Lotus 
Ventilated 




















Standard 
fine felt = 


rolon a4 =F- be 
“ 


*. Samples 
"submitted ypon 
request. Ask 


seh ome OF- ha-11e) 


fa ndard Felt Company 


West Alhambra alifornia 
New York, Chicago og ah MN Ry ele) 
O 





peiig "9 


Brew 
: Bancroft. 
10 
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Do you know one sole 
from another? 


You know a belly from | 





Beppe PP IIe cor! 
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but 


Do you know the differences in quality 
between the other-than-leather soles ? 
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Paar 


Unless you know, 


Doe) 





Doe Poo a ae 


your reputation is 





in someone else’s 
hands 





| This Is Not Loxsol 
| Loxsol Does Not Spread 


PASM ISIIIS INTIS IIA s VI OO OII ToS 


costs more than a 


bits: | 3 3 leather 
A good, firm sole Fhe " soft, stretchy one 


IS IT WORTH IT? 


Loxsol is a firm, flexible, waterproof, long wearing, 
non-rubbery and non-stretch sole. 


H. E. LOCKE & CO., INC. 


ST. LOUIS 99 Chauncy Street pg 


NEW YORK 


PHILADELPHIA Boston, Mass. ROCHESTER 
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The Johansen Plan 
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Wins Instant Favor 


OOO TT 


HE Johansen Plan 

has gone over the 
top with triumphant 
success, and this is an 
acknowledgment of 
our appreciation. 


In July our custom- 
ers were advised that, 
owing to problems in- 
cident to the war, we 
would be compelled 
to make an important 
change in our business 
policy, and that, after 

August fifteenth, we would distribute our shoes 
through Johansen Dealers exclusively. This does 
not mean that Johansen Dealers must sell only 
Johansen Shoes, but that we will sell only to 
Johansen Dealers. 


Conditional upon becoming aligned with the 
Johansen organization after the date named, deal- 
ers were requested to give an estimate of their 
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requirements for the period from September 15, 


1918, to March 15, 1919. 


Under such a revolutionary departure from 
the regular trade custom it is gratifying indeed 
to us to be able to record and acknowledge such 
a generous and overwhelming reception to our 


new plan. 
Replies began coming in within a few hours 


after notices were mailed, and they are still com- 
ing in by every mail and in great numbers. 
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Indeed, the response has been so great and representation 
in all parts of the country has been so eagerly sought, it will 
be several days before we will be able to tabulate our lists and 
make up our final roll of Johansen Dealers. 


There may be some dealers to whom notice was sent who 
are delaying their response. Compilation of our dealer list is 
now under way, and if representation is desired prompt action 
is imperative. We are assured that our output is much more 
than over-sold and selection will be based largely upon prece- 
dence of your reply, taking into account, of course, distance 
from our factory. 
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A ‘further announcement in connection with the Johansen 
Plan will be made in the August tenth issue of the Boot and 
Shoe Recorder. 
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Are you a Johansen Dealer? 


jane nsen Bros. Shoe Co. 
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Makers- Women's Shoes Exclusively. 
Saint Lovis. 
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Our Government demands conservation of leather! 
Every manufacturer of shoes can get equal, if not 
better results with fibre counters and save leather 
for more important uses. 


ROGERS FIBRE COMPANY 


Sole Manufacturers of Mousam “Horn Fibre”’ Counters 


121 BEACH STREET :: BOSTON, MASS. 


PHILADELPHIA CINCINNATI ST. LOUIS 
WILKINSON & REGER JOHN C. RUPP CO. DENNETT & PRINCE 























A 


i 


ni 


i 








IT’S THERE! 


T’S there because it’s here. This means that business 
for the Regal dealer is there, everywhere, if he stocks 
with a Regal shoe which is here. 


It’s the Regal Economy built on one of Regal’s most 
famous lasts. It is being bought by wage earners, by Thrift- 
Stamp owners, by Hooverizers, by every man who wants 
real, guaranteed value in a shoe which will cost him a 


reasonable price. 
The business is there for the retailer who has the Regal 


Economy to sell. 


IT’S IN STOCK NOW. 


Regal Shoe Company 


BOSTON, MASS. 





























E.conomy 





Stock No. S-4231 


Dark Brown Side Fox Blucher; Sam2 Top; 13 Sg. Red Fibre Sole; 
7-8 inch Red Rubber Heel; Invisible Eyelets and Hooks. 
A, 7 to 10 B, 6% to 10 
C and D, 5 to II 


T comes also in Black Side Fox Blucher, with 
Matt Top, Black Fibre Sole and Rubber Heel. 
Stock No. S-1153. 


A REASONABLE-PRICE shoe in the spirit of the times. We are 


selling many thousands of pairs in our own stores. 
YOU CAN ORDER EASILY 
Telegraph-Order 
Style Price Code Word 
LLEN 


S-4231 $4.15 A 
S-1153 4.15 ABBOTT 


| Regal Shoe Company 


BOSTON, MASS. 
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SheseMen Sell Shoes| 


It Has Brought Their Empl|c 





HENRY TUCKER M. S. FULLERTON Cc. B. WEBB HENRY ZIEVE 
Toledo, Ohio Helena, Mont. Endicott, N.Y. Chicago, IIl. 


“T am employed in G. R. Kenny “I am certainly proud of my ““Cannot say enough for your “Have no words to express my 
i gratification. Make satisfied cus- 


Shoe Co., Inc. I sell from $50 to diploma. I am receiving a better school. Big increased sale on foot 

$75 worth of arches a week. This ary already. I was raised from comforts. Made me a better shoe tomers—build up permanent busi- 
brings me a big commission and $24 to $30 per week.” fitter. Customers now leave store ness. Made me a real shoe fitter.” 
an increase in salary.” with a smile.” 


Let Practipedics 


It has and is today helping thousands of young men and women 
to master the Foot Comfort question. And every one of these 
salespeople are helping their employers by being more proficient 
and efficient as employees. 


Every shoe dealer in the United States and Canada should study 
Practipedics. It mades him appreciate what a valuable and 
wonderfully interesting subject it really is— and, incidentally, it 
is a most profitable acquisition. He is then in position to thoroughly 
instruct his help in the “Science of Foot Comfort” which is the 


correct definition of Practipedics. 


You, no doubt, are having trouble in getting competent help. If you will insist 
that your “green help” study Practipedics (no cost to you or him), you will have 
solved this knotty problem. ‘This instruction will make new help more efficient 
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lloyers Prestige and Profits 


‘Sis ie. ok eae ] Wii i ss ti ge 





F. H. GOSLINE R. R. FROGGE G. ELWOOD BENTON THOS. P. REES 
E] Paso,, Texas Kirksville, Mo. Wilmington, Del. Rochester, Pa. 

“My efficiency has been greatly “The science of giving foot “I unhesitatingly recommend “Doctors send their patients to 
increased. In last four weeks comfort is the finest thing any this Pmwren 0. A folks. Gives me to be fitted real recom- 
fitted 74 pairs of arch supports. man can add to his store. Sold them greater earning capacity. mendations of others. Not a day 
Greatly gratified with the success 12 pairs of supports after first Forges bond of confidence between goes by without a few sales of 
I have attained. week of study. themselves and the customer.” arches.” 





Train Your Clerks 


in a few weeks’ time than they can acquire or “pick up” in a store in years. And, 
in the meantime, you do not lose valuable time, money or patronage. 


Through arrangements made with the American School of Practipedics, we have 
a limited number of scholarships at our disposal to place where we feel they will 
do the most good and be thoroughly appreciated. Send in your application today. 


Mail This Free Coupon Today 





The Scholl Mfg. Co. 
213 W. Schiller St., 
Chicago, IIl. Educational Department 


Gentlemen: 
Without cost or obligation on my part, I hereby make application for a Free Scholarship in the 
American School of Practipedics. If granted, I promise to be a diligent student and complete it at the 
earliest convenient date. 
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~The Future 


Footwear 





ANY Army and Navy 
surgeons have expressed 


very decided opinions regard- 
ing the evil of pointed shoes. They 
believe that the shoes of the future will 
be made more in keeping with the normal 


lines of the foot. 

It is true that men who have learned 
what solid comfort means in Army Shoes 
are buying Educator Shoes for civilian 


wear. 

Don’t overlook the fact that these men, 
and thousands more of them, are going 
to buy their shoes of the retailer who 
sells Educator Shoes. 


Rice & Hutchins, Inc. 
20 High St., Boston, U.S. A. 


Educator Shoes 
are Carried in Stock 
by these Distribut- 
ing Houses: 

The Rice & Hutchins New 
York Com y 

The Rice a Hutchins Bal- 
timore Comquny 

The Rice & Hutchins At- 


lanta Company 
The Rice & Hutchins Chi- 


Compan 
The Rice, & Hutchins 
Cleveland Company 
The Rice & Hutchins Cin- 














